FEED MERCHANTS BULLETIN and 


How Much? 


VERY man owes a great 

deal to the industry in 
which he is engaged. The ques- 
tion to be considered, therefore, 
when asked to join your trade 
organization is ‘‘how much can 
I give” rather than ‘‘how much 
will I get’’. Dues in the several 
retail feed organizations are 
low. Every dealer can afford 
to belong and those who give 
of their time as well as from 
their pocketkooks will find 
their investments well worth- 
while. 
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More Profit 
for You This Fall 
and Winter 


Why not decide now to make the most of the coming 
fall and winter feed business? Why not sell the feeds 
that will keep your customers coming back again and 
again for more? Why not sell the feeds that are winning 
new users every day? Why not get both flour and feeds 
in the same car? Why not enjoy the help of the strong 
advertising Quaker puts right into your community? 
The answer to all these queries is—sell Quaker Feeds! 
Write today; a postal card will do. 


The Quaker Qats @mpany 


CHICAGO, U.S. A. 


Manufacturers of a complete line of poultry and 
livestock feeds—and finest flours 


AA 


Munson Attrition Mill 


Just what you need for economy and convenience---grind- | 
ing adjustment not lost when changing plates---split case--- 
long-wearing, undercut plates---S. K. F. Ball 


‘STRONG Bearings. 


Use SUPERIOR D.P. Cups 


Any size you want; Belt or 


Motor driven; prompt ship- BY 
ment from our Minneapolis 
stock. increase your elevator 
capacity 20%. The 
Superior D. P. Cups 
hold more, can be 
placed closer on the 
belt than other cups 
and discharge perfectly. 
Large stocks carried in 
Minneapolis. 


‘She Strong-Scott Co. 


Minneapolis Minn. Great Falls Mont. 
In Canada: The Strong-Scott Mfg.Co.Ltd.Winnipeg 


DT. 


of Service 


N 


We can ship your requirements of Oats, Corn 
and Barley from our Elevator at Milwaukee, 
Savanna, Ill., or Minneapolis. 


- We buy only the best quality grain and you 
can handle our shipments profitably. 


<a Write or phone for our quota tions |* 


FROEDTERT GRAIN MALTING Co. 


MILWAUKEE—MINNEAPOLIS 


Operating Elevators at TELEPHONE 
MILWAUKEE, SAVANNA, MINNEAPOLIS, WINONA - BRoaDWAY 5600X, MILWAUKEE 
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Fverything Jor Every Mill and Elevator 
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Volume Four 


September, 1928 


Number Nine 


Grain Dealers National Association 
To Meet September 24-26 


Feed Receives Place on Convention Program for First Time in History 
Statler; Boston Grain & Flour Exchange is Host 


Headquarters at Hotel 


EEDS will have an important 
F place on the program for the 
first time in the history of the 
Grain Dealers’ National association at 
its thirty-second annual convention 
which will be held at the Hotel Statler, 
Boston Mass., September 24, 25, 26. 
W. E. Suits, vice-president of the Qua- 
ker Oats Co., and president of the 
American Feed Manufacturers’ asso- 
ciation, will speak on “The Mixed 
Feed Industry, Its Great Development 
and Its Probable Future.” 
Boston Exchange Host 

The Boston Grain & Flour Exchange 
will be host to the visiting grain men. 
Albert K. Tapper, president, bids wel- 
come to all and invites them to visit 
the exchange which is the oldest in the 
United, States and is surrounded with 
interesting, history. 

C. D. Sturtevant, Omaha, Neb., pres- 
ident of the grain dealers, will call the 
convention to order at 9:30 a. m., Sep- 
tember 24. Malcolm E. Nichols, mayor 
of Boston, and Mr. Tapper, will deliver 
addresses of welcome. S. P. Mason, 
Sioux City, Iowa, will respond. Presi- 
dent Sturtevant will give his address, 
which will be followed by a report of 
Charles Quinn, secretary and treasurer. 
The morning session will conclude 
with the awarding of booster prizes 
and the appointment of committees. 

Many Well-Known Speakers 

An unusual treat awaits the grain 
men with the opening of the second 
day’s session. Dr. Stanley L. Krebs, 
lecturer, psychologist and traveler, will 
speak on “Constructive Optimism.” 
Dr. Krebs is also an author, and 
among many of his books is a text on 
“Merchandising,” prepared for the 
American University of Trade and Ap- 
plied Commerce, founded by John 


Wannamaker. 

Dr. Krebs will be followed by Dr. 
Wesley A. Sturges, professor of law, 
Yale university, who will tell “What 
Arbitration of Trade Disputes Means 
to the Commerce of the Country.” Dr. 
Sturges is connected with the Ameri- 
can Arbitration association, with which 
the Grain Dealers’ National association 
is affiliated. Chairmen of various stand- 
ing and arbitration committees will 
then make their reports. 

Wednesday morning’s session will 
open with an address on “The Ameri- 
can Constitution and Why It Should 
Be Protected”, by Dr. William H. 
Guthrie, professor of government in 
the College of the City of New York. 

Address By W. E. Suits 

W. E. Suits, president of the Ameri- 
can Feed Manufacturers’ association, 
will then give a view of “The Feed 
Industry, Its Great Development and 
Its Probable Future.” Mr. Suits’ part 
on the program indicates that the sell- 
ing of feed is becoming more closely 
allied with the grain industry each 
year, and that men of both industries 
have much in common. 

Committees were appointed by the 
Grain Dealers’ National association at 
the Omaha convention last year to 
discover the sentiment among grain 
men toward increased membership fees 
and to harmonizé the arbitration rules 
of the association with the rules ot 
the various grain exchanges with the 
object of avoiding conflicts over the 
question of jurisdiction. F. E. Wat- 
kins, Cleveland, O., and S. P. Mason, 
Sioux City, Ia. chairmen of these 
groups, will make their reports follow- 
ing Mr. Suits’ address. Mr. Mason 
will also discuss trade rules, and this 
part of the program will be followed 
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by a report of E. C. Dreyer, St. Louis, 
Mo., chairman of the grain products 
committee. 

Reports of convention committees, 
election and installation of officers, and 
discussion of new business will con- 
clude the sessions. 

Varied Entertainment Planned 

Hardly a more complete business 
program could be presented to the 
grain men, but care was observed by 
the convention committee to balance 
it with entertainment for both ladies 
and men. 

The “good wives” will be greeted at 
the Hotel Statler Sunday by’ hostesses, 
who will keep everyone happy during 
the day. A shopping ‘tour is scheduled 
for Monday morning at 10:15, and 
Tuesday will be occupied by a sight 
seeing tour about Boston and along the 
North shore, concluding with a thea- 
ter party. 

At 1 p. m. Monday busses for all 
convention visitors will leave the Hotel 
Statler for a trip ta the Boston Navy 
yard, where the visitors will see “Old 
Ironsides” and the contrasting modern 
types in shipcraft. A steamer will con- 
tinue the trip down Massachusetts bay 
to Boston light, and on the return trip 
the Boston fire boats will give a special 
exhibition. Music will be furnished by 
a navy band. 

Banquet Tuesday Evening 

In the evening McGee’s radio broad- 
casting orchestra of 22 pieces will give 
a novelty program in the Hotel Statler 
ballroom. A dance that will be en- 
livened by many surprises, will follow. 

A historical trip, by busses, with vis- 
its at Concord and Lexington is sched- 
uled for Tuesday afternoon and the 
thirty-second annual banquet, a _ big 
feature of the convention, will be held 
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at the Hotel Statler in the evening. 

Golf enthusiasis will have an oppor- 
tunity tc match their ski!l with dealer 
friends <t a tournament, to be held at 
the Sandy Burr country club. 


KEEGAN BROS., progressive feed 
dealers at Richland Center, Wis., are 
installing a six ton batch mixer. 


SAUKVILLE FEED CO., Sauk- 
ville, Wis., has purchased the site of 
the Saukville Equity Farmers Ex- 
change and is building a feed ware- 
house which is expected to be in opera- 
tion September 15. 


When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


Posters Advertise Radio 
Talks To Farmers 


To promote interest among the farm- 
ers in the weekly radio talks. given by 
W. A. Stannard, secretary of the East- 
ern Federation on the subject of scien- 
tific feeding methods, large 
have been displayed in feed 
throughcut the East. 

These posters were prepared and fur- 
nished to the members by the federa- 
tion. Nearly 2,000 have been posted 
in conspicuous places where they will 
be a constant reminder to the farmer 
customers. 


posters 
stores 


you are handling the best the 
world produces--and it doesn’t 
cost you one cent more than 


FOR POULTRY 


= MANUFACTURED BY 
| DARLING-&-COMPANY 
UNION STOCK YARDS CHICAGO,ILL. 
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the other kind. 
Darling & Company 


Union Stock Yards, Chicago 


LaBUDDE FEED & GRAIN CO. Milwaukee 


BLUE-RIBBON 


STATE DISTRIBUTORS 


get acquainted. 
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INCREASED INCOME 
BLUE RIBBON is a palatable molasses feed 


made only from choice ingredients. | 
bringing profitable repeat business to many _ | 
dealers, building up good-will and friendship — | 
in theircommunity. Increases farmers’ cream 
checks and cuts the cost of feeding. | 


If you don’t know BLUE RIBBON _ | 
SWEET DAIRY FEED it will pay you to | 


which brings | 


Try a Mixed Car 


| 

LET | 
Profits Prove | | 
| 

| 


Many of the members are also send- 
ing notices of the talks with each state- 
ment or other piece of mail sent to 
customers. Small announcement cards 
suitable for inserting in an envelope 
have been prepared by the federation 
and are furnished to members at cost. 
The price in small lots is 50 cents per 
100. On orders of mere than 500 
special prices are quoted. 

Thousands of these announcement 
cards have already been mailed in New 
York, Pennsylvania and New Jersey, 
and it is expected that during the fall 
and winter each member will use them 
in circularizing his trade. 


A. H. AUSTIN, Omro, Wis., spent 


his summer vacation in Canada. 


FEED DISTRIBUTORS MEETING 

M. C. Purns, president of the United 
States Feed Distributors’ association, 
has returned to Buffalo from Cincin- 
nati, where he met other officers of 
the organization to discuss plans for 
its annual convention, to be held in 
Boston, September 24-26, jointly with 
that of the Grain Dealers’ National as- 
sociation. According to Mr. Burns the 
distributors will have an enjoyable so- 
cial time at their meeting as well as 
helpful business sessions. 


It is 


IT 


= |DARLINGS) 2 
= AN = 
=. PAT.OFF = 
= | = 
= | MEAT SCRAPS 
= Fat MIN. OS% = 
CRUOE FIBRE MAX. 3.0% i= 
= 
= 
100 LBS. 
WHEN PACKED. 
DAIRY FEED: 
BROOKS MILLING 
PRINNEAPOLIS; 
.. #WOREDIENTS 
Protein 1614%, 6% Fat 
| BROOKS MILLING CO. 
MINNEAPOLIS, MINNESOTA 


ailed Feeds, Horse’s Parking 
Space Found In Janesville 


Veteran Dealer, Happy Partners Do Business in Booming Wisconsin City 
Harold Green, Ray Farley Hold Offices in Active, Local Organization 


you visit with Janesville, Wis., 
feed dealers, it is your own fault. 
Their doors remain wide open to you, 
they are willing to leave business du- 
ties, if necessary, to show you a good 


if you do not feel at home when 


& 
Graham & Farley Feed Store 


time in their thriving city, and the spir- 
it that they show toward their guests 
prevails in their associations with each 
other. They are friends and business 
associates, not competitors. 

These are the impressions we re- 
ceived when we paid a short visit to 
Janesville and called at the feed stores 
of Baker & Peck, F. H. Green & Sons; 
Doty’s. Mill and Graham & Farley. 
Located in different sections of the 
city they serve the adjoining country- 
side which engages heavily in dairy- 
ing, and hog and poultry raising. There 
is enough business for all and each of 
the four firms warrants it by the cour- 
tesy they show toward their farmer 
customers and the service that they ex- 
tend. 

Feed Stored in Jail 

The old Janesville jail is now used 
for storage space in the rear of the 
Baker & Peck feed store. Many dark 
tales of crime and drunkenness haunt 
its cumbersome stone walls and _ it 
seems relieved when it can serve as a 
protector of feeds rather than a lock- 
up for the lawless. 

“Bet they never broke out of this 
jail,” said Everett Baker, one of the 
members of the firm, as he pointed to 


By Emil J. Blacsky 


the thick iron bars and_ the impen- 
etrable walls which were more than 
three feet thick. 

We agreed, and suggested that if au- 
thorities ever take Tommy O’Connor, 
world famous criminal and jail breaker 
into custody, that they give him his 
night’s lodging in one of the cells that 
now houses Baker & Peck feeds. 

The jail lends a historic and roman- 
tic atmosphere to the business of these 
two partners. They “cell” feed—take it 
any way you like it. 

Baker & Peck form an ideal partner- 
ship. Mr. Peck is an old experienced 
miller and he manages the productive 
end of the business. Mr. Baker takes 
care of the office and manages the 
sales angle. Both have helped to cre- 
ate a continually increasing frade. 

Heads Local Association 

Farther into the heart of the town ts 
another team that pulls well together iv 
the feed trade. Graham & Farley have 
established themselves in a snug little 
store which is a regular beehive for 
business. Both men are interested in 
the Retail Feed Dealers’ Association of 


Janesvilie and Vicinity, and Mr. Farley - 


is president. The firm makes a practice 
of displaying its feeds to the best of 
advantage in the small space which is 
allowed. The street upon which their 
building is located is a busy one, and 
many customers are attracted because 
they are reminded of their needs when 
they see the displays as they pass by. 
A few blocks distant from the Graham 
& Farley establishment looms the 
building owned by F. H. Green & 
Sons. Harold Green, one of the mem- 
bers of the firm showed us about the 
neatly arranged office spacious 
warehouses. He is secretary of the Re- 
tail Feed Dealers’ Association of Janes- 
ville and Vicinity, and was responsible 
for its organization. The Greens con- 
fine themselves to selling wholesale to 
the dealers in their city and the neigh- 
boring towns. They have a large vol- 
ume of trade, and are always eager to 
give the best of service to their cus- 
tomers. 
Veteran Serves Trade 

Ask any old settler in Janesville 

about Doty’s mill, located on the banks 
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of the Rock river which flows through 
the city and their face will beam with 
pleasant recollections of early days. 
The building is one of the landmarks 
of the town. F. H. Doty, who has 


passed his seventieth milestone and 


Baker & Peck Staff—Mr. Peck left, Mr. 
Baker, right, and their hustling errand boy 


has been engaged in the milling indus- 
try for almost a half century, still 
keeps the old place buzzing with busi- 
ness. Age has turned his hair to snowy 
whiteness and slowed his step, but it 
has not dampened his enthusiasm for 
his trade. He wouldn't be happy, if 
he were compelled to retire. 

Mr. Doty is one of the faithful sur- 
vivors who stand for the rights of the 
horse. In co-operation with other feed 
dealers of the town he recently intro- 
duced a resolution to set aside a park- 
ing place for farm wagons and their 
teams. The city council passed the 
measure and designated a vacant lot 
near Doty’s mill for this purpose. Now 
the farmer may come to town with his 
team without being compelled to comb 
the city for a place to park. Rural 
customers appreciate this service and 
it brings additional business to Doty’s 
and other feed dealers of the town. 
’ It was with regret that we dashed 
away hurriedly in Mr. Baker’s new 
Chrysler sedan, which he sure knows 
how to drive, to catch an outgoing 
train. Ina place like Janesville where 
the spirit of friendliness among com- 
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petitors is so wholesome and every 
man holds out a welcome hand, one 
would like to stay indefinitely. 


GEORGE A. SCHLEGEL, manager 
of the Athens Co-operative Produce 
Co., Athens, Wis., has been elected vil- 
lage president. Feed dealers and feed- 
ers in the vicinity may expect a term 
of prosperity under the new adminis- 
tration. 


NEW RICHMOND ROLLER 
MILLS CO., New Richmond, Wis., is 
building an addition to its present 
plant which, when completed, will 
double the capacity of the firm. The 
firm has appointed A. C. Russell, Anti- 
go, Wis., to serve as representative in 
west central Wisconsin. 


Pennsylvania Feed Merchants 
Combine Picnic, Meeting 


HE Southeastern Pennsylvania 

[ Feed Merchants’ association 

held a thoroughly enjoyable all 
day meeting and picnic at Schwenks- 
ville, Pa., August 23. The business 
session was concluded with a dinner 
at noon and the afternoon was given 
over to a program of _ out-of-door 
sports. 

Pres. Albert J. Thompson, Wy- 
combe, Pa., presided at the business 
meeting. The reports of the officers 
and committee chairman were brief but 
a round table discussion of the gen- 
eral trade conditions and the outlook 


SUCAREO HOC FEED 


For Better Pork 


Bach of every sack stands the INSTITUTION 
asa FULL GUARANTEE 


back for more. 


Minneapolis, Minnesota 


INTERNATIONAL Feeds are guaranteed to produce 
‘*better results at lower cost.’’ This guarantee is backed 
by a million dollar company which has been making 
scientifically balanced feeds for twenty years. 

You can sell these guaranteed feeds with more con- 
fidence—your customers buy with confidence, and come 


The story of International Guaranteed Feeds is being 


told through farm papers and by radio to feeders in the 
Middie West and Northwest. 


Ask an International Man or write for dealer proposition. 


INTERNATIONAL Sugar Feed Co. 


sed INTERNATIONAL 


SUGARED FEEDS FOR GREATER PROFITS 


Memphis, Tennessee 


for the fall and! winter became so in- 
teresting that the chairman had to pre- 
maturely end it to permit the carrying 
out of the complete program. 

Among the speakers were R. G. 
Waltz and W. F. Greenawalt, farm bu- 
reau representatives in Montgomery 
and Bucks counties. Both speakers 
stressed the importance of feed mer- 
chants and farm extension workers co- 
operating for the benefit of the farm- 
ers and they pledged their assistance 
in all ways possible. 

Arthur Stover, Blooming Glen, Pa., 
explained how he had increased his’ 
retail feed business by carefully 
planned advertising and recommended 
that the other members adopt a sys- 
tematic plan of following up their cut- 
tomers and prospective customers. 

Following the dinner the members 
adjourned to Memorial park, where a 
lively program of sports was run off 
by the sports committee, comprising 
John Lincoln, Warren Gulick, Arthur 
Stover and William Hunsicker. The 
events included a quoit tournament and 
a baseball game between the whole- 
salers and retailers. 

While the men were busy at the 
morning meeting the ladies were en- 
tertained by a committee including 
Mrs. Albert J. Thompson, Mrs. M. E. 
Diefenderfer, Mrs. Robert J. Mattern 
and Mrs. Howard A. Simpson. 


BENTLEY DADMUN and wiie, 
Whitewater, Wis., enjoyed three weeks 
vacation at Madeline Island in Lake 
Superior, near Bayfield, Wis. 


F. W. OPHAVEN, Farmers Eleva- 
tor Co., Antigo, Wis., spent his vaca- 
tion in Minneapolis. 


BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 
Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 
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DON’T WAIT TO The feed industry wants more asso- 
BE TOLD WHY ciation members. 

If you are not included on the 
roster’ of your nearest organization you will be approached 
by your dealer friends or by committees appointed by your 
association and asked to join. And when the call comes 
you should not hesitate. 

Don’t you owe something to the business that gives you 
your bread and butter? Don’t you and all other fellow- 
dealers engaged in the industry suffer if detrimental move- 
ments are allowed to continue and take their course? Are 
we not all losers if the promotion of the good of the feed 
business is neglected and indifference to the future of our 
welfare prevails? Who, outside of your association and 
yourself cares whether your family enjoys a full dinner 
pail; who worries about thd size of your bank deposit and 
whether you are getting just returns for your honest effort 
in conducting a legitimate and necessary business? No one! 
The feed industry must hoe its own row by organized effort 
and the first fundamental thing you can do to protect your 
own interests and build for the future welfare of your busi- 
ness is to sign an application blank on the dotted line and 
give moral, financial, and physical support to your associa- 
tion. It is not what you can immediately get out of the 
organization that should prompt you to do it. “It is what 
you can give now to help it return benefits to you that 
counts. 

The call for new members is widespread. Booster trips 
have been planned by the Central Retail Feed association in 
all of its local districts. The Eastern Federation of Feed 
Merchants, with the New Jersey Feed Dealers’ association 
and the Mutual Millers’ and Feed Dealers’ association and 
many country clubs have started a whirlwind campaign in 
their territories. A drive is in progress under the super- 
vision of the New England Retail Grain Dealers’ associa- 
tion and the Ohio Grain Dealers’ association and the 
Michigan Grain, Feed and Hay Dealers’ association are 
working energetically to increase their rosters. 

Membership campaigns are in progress. Let us hope 
that the men who visit you will not be compelled to tell you 
WHY you should join an association. They should merely 
be reminders of your obligation to the feed industry and 
should prompt you to sign the application blank which you 
had always meant to send but kept putting off. 


ARE YOU 
PREPARED? 


It’s in the air. 

We can feel that summer is slipping 
away and autumn is rapping at the door. 
Close upon its heels is winter and the heavy feed buying 
season. 

Changes in the atmosphere should remind us to make 
changes in our business so that we are better able to reap 
our harvest. A mental inventory of needs will profit every 
dealer. 

Have you called on the leading dairymen in your terri- 
tory and convinced them that they should feed your pro- 
ducts this winter? 

Is your storage space adequate to handle your business; 
are your driveways convenient, your offices businesslike and 
attractive? 

Are your trucks in good condition and ready for win- 
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ter service? 

Have you checked the grinding and mix:ng machinery 
and insured it against breakdown during the rust season? 

Is your advertising campaign outlined, and have you 
planned when to release it to get the best results? 

How much local evidence have you available to present 
to your feeders when they question the value of your feeds? 

Have you filed the new ideas that you learned by at- 
tending your district meetings and conventions and by read- 
ing The Feed Bag? Will you apply them? 

Is all your business machinery oiled and ready to func- 
tion for the biggest season in the history of your establish- 
ment? 

Ask yourself these questions and act accordingly, and 
then, without the assistance of a prophet, we can tell you 
that your harvest will be bountiful. 


VISIT YOUR “T would like to suggest a good 
NEIGHBOR DEALERS thing for feed dealers, and that 

is to go out and see what the 
other fellow is doing,” writes George W. Spear, manager of 
the Wyocena Farmers Co-operative Co., Wyocena, Wis. 
Mr. Spear’s idea is very good. 

Business ruts are wide and deep and their sides are 
sloping. It is easy to slide into them. The idea of spend- 
ing a day or two a year visiting among other dealers in the 
vicinity is a sure prevention against the rut system. We 
can learn more in a few hours’; chat with our fellow busi- 
ness men than we can in several moons with our nose down 
on the grindstone in our own store. 

Mr. Spear’s suggestion has other advantages besides 
protecting a dealer against the rut system. It provides an 
opportunity to discuss local problems, make friendships, and 
to co-operate in changing to a cash basis. It builds good 
will between ourselves and our competitors, a fact which 
makes our business more pleasurable and whick creates 
greater respect for both of us among our customers. 

Mr. Spear writes that he has spent a day visiting this 
summer and that he expects to go calling on his dealer 
friends again at the first opportunity. 


DOGS VS. Many cities in which feed dealers are io- 
CHICKENS cated allow residents to keep dogs and let 

them run about the streets but strictly en- 
force a law against keeping a flock of chickens. 

Hens are certainly of more economic value to a city 
than dogs, They increase the valuation of the town and 
provide food for residents’ tables. Dogs may have value as 
pets but their practical worth is confined to farms. 

Feed dealers should be interested in using their influ- 
ence to convince their city councif to allow chickens to be 
kept within the limits. Dog foods and remedies may bring 
in a few extra dollars but they do not “compare to the 
volume that may be expected from poultry feeds and sup- 
plies. Many residents will be back of the dealer who spon- 
sors the movement because they would like to utilize the 
backyard space which lies empty in the rear of many. homes. 

At any rate if the question is dogs or chickens, the 
dealer should not hesitate in deciding which to promote. 
And with diplomacy he can arrange matters so he can 
sell feed for both. 
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100 LBS. 


WISCONSIN 


RATION 
GUARANTEED ANALYSIS 


NORTHERN MILLING CO. 


WAUSAU,.WIS. 


MANUFACTURED 
NORTHERN MILLING CO. 
WAUSAY, WIS. 


>. 


Looking Forward 


A line of dairy feeds that makes profits for your customers will 
just as surely bring more business and prosperity to you, Mr. Dealer. 


Northern Milling Co. feeds are best liked where they have been 
longest used. They grow in favor both with feeder and dealer. 
The complete dairy line consists of these four result-producing 
rations: 
Blue Ribbon Sweet Dairy Feed, 16%% 
Wisconsin Sugared Dairy . . 16% 
Wisconsin Balanced Ration. . 20% 
Maxima Dairy Ration . . . 26% 


With this line of dairy-tested rations you can fill every require- 
ment of your dairymen, meet all competition and assure pro- 
fits for yourself and your customers. 


| You can get from us everything you need for your warehouse 
H in one mixed car—dairy feeds, poultry feeds, mill feeds, grains, 
flour, etc.—over a hundred commodities always in stock. 


Write, today, for dealer proposition. 


| 
STRAIGHT AND MIXED CARS 


NORTHERN MILLING COMPANY 


{ 
| ESTABLISHED 1883 


WAUSAU, WISCONSIN 
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; The Dairy Feeds for Dairy Profits 
BALANCED 
4 BLUE RIBBONE 
; 
4 SWEET DAIRY 
DAIRY FEED 
GUARANTEED ANALYSIS PROTEIN 20% PROTEIN 26% 
' PROTEIN 163% FAT 5% FAT 54% 
4 FAT 6% FIBER 10% FIBER wrons 10% 
———— NORTHERN MILLING CO. 
WAUSAU,WIS. 
| 


Dealers Receive Royal Reception 
From Tomahawk Citizens 


Large Crowd Motors to Northland for Summer Rally; Big Banquet Held 
City Spares Nothing to Show Guests of Feed Trade an Enjoyable Time 


USINESS worries and troubles 
were forgotten, by more than 75 
dealers who attended the big 
summer rally at Tomahawk, Wis., Au- 
gust 11-12, at the invitation of the 
Wausau District Dealers’ club and the 
Tomahawk Civic & Commercial club. 
Several new fish stories are in circu- 
lation and secretaries of Paul Bunyon 
clubs are seeking new members among 
individuals who have displayed recent 
ability in juggling golf figures. In such 
a large gathering, however, everyone 
can’t make a hole in one. Neither can 
each one hold a string of eight pound- 
ers haughtily before his, wife and ex- 
claim, “Mary, I’m some fisherman!” 
Old Rivalry Revived 
There was fun galore and everyone 
thoroughly enjoyed himself. Many of 
the dealers brought their wives and 
children, who spent Sunday merning 
bathing in the clear, cool water of 
Clear lake. On Saturday afternoon 
there were several lively goli matches 
at the Maple Birch course. H. A. At- 
cherson, chairman of the meeting, suc- 
ceeded in carrying off ail honors by 
defeating Charles Hooker, genial rep- 
resentative of the Albert Dickinson 
Co. These two loyal supporters of 
the feed industry formerly settled their 
disagreements as to who was “head 
man” with bowling contests. Mr. At- 
cherson always won and’ was conceded 
the best bowler. They looked for new 
fields and decided on golf. Mr. Atcher- 
son was up at 6 a. m. every morning 
and out on the fairways practicing for 
a week before the meeting. His early 
rising was not in vain. He is still 
“head man”. 
Raymond Is Toastmaster 
More than 100 enjoyed the banquet 
held Saturday evening in the Mitchell 
hotel. The event was sponsored by the 
Tomahawk Civic & Commercial club, 
a real live hospitable organization. 
Mark Raymond, president of the club, 
presided| as toastmaster. He introduced 
Mayor George Wetzel, who welcomed 
the dealers and gave them the keys to 
the city. F. Kern, president of the 
Central Retail Feed association and D. 
W. McKercher, a director, were called 


By G. L. Stutz 


Of THE FEED BAG Editorial Staff 


on for short talks. Each spoke brief- 
ly and waived business aside for a 
meeting to feature only entertainment 


and good fellowship. An -orchestra 


product of Tomahawk, 

Jerry Stutz has been in- 

clined to be too modest in 
giving deserved credit to Tom- 
ahawk citizens and Mark Ray- 
mond, president of the Toma- 
hawk Civic & Commercial club. 
This writer has attended many 
meetings and banquets every- 
where in the United States and 
never has been in any city 
where he was immediately 
made to feel as much at home 
and as welcome as at Toma- 
hawk. We believe all who at- 
tended the meeting feel the 
same way. We say, hats off to 
President Raymond, Mayor 
Wetzel and their fellow citi- 
zens. Readers of The Feed Bag 
who contemplate a vacation in 
Wisconsin will make no mis- 
take in stopping first at Tom- 
ahawk, ‘‘the gateway to the 
North’’.—D. K.S. 


Prreauee™ because he is a 


played during the banquet and accom- 
panied several vocal solos by John 
Bloomquist and Mrs. Wm. Nick. 
Lezaine Bruso, champion old time 
fiddler, brought to the meeting through 
the courtesy’ of the Oneida Grain Co., 
Rhinelander, Wis., was the hit of the 


evening.’ Two years ago Mr. Bruso 


was awarded the old time fiddlers’ 
championship from a field of 300 con- 
testants at Chicago. He now broad- 
casts regularly, but it was a real treat 
to hear him in person’ and watch him 
as he played. ’ 
Feeders’ Sextet Entertains 

The Bunco sextet, a regular bunch 
of farmer feeders, rendered “Napoleon” 
in true country style. Melvin Talbot, 
through the courtesy of the Lincoln 
Mill, Merrill, Wis., played several 
trumpet selections, including ‘Auld 
Lang Syne”. After the banquet most 
of the dealers attended the dance at 
Kahn’s resort on Lake Alice, where the 
refreshments were particularly appre- 
ciated. 

Walter Uebele, Burlington Feed Co., 


Burlington, Wis., and Elmer De 


THE FEED BAG—SEPTEMBER, 1928 


Broux, Valders, Wis., were up at 6 
a.m. Sunday and with the writer went 
on a fishing expedition up the ‘Wiscon- 
sin river. The good work of the state 
conservation commission had its  in- 
fluence, however, and we let tle fish 
stay: in the river where they could 
grow larger and make a better catch 
for us next year. 

Most of the dealers visited Bradley 
park, a large tract of virgin Norway 
pine surrounded by water and one of 
the only three remaining virgin pine 
forests in the state. 

Next Meeting at Merrill 

This meeting was the first to be held 
featuring good fellowship only and it 
can be truly said that it helped con- 
siderably to unite the dealers of the 
state. David K. Steenbergh, secretary 
of the association, and President Kern 
praised the work of H. A. Atcherson 
and Art Searl, Tomahawk dealers, in 
sponsoring this type of meeting and 
thanked the city for the reception it 
gave the dealers. The only business 
conducted at the meeting was the ac- 
ceptance of the Lincoln Mill’s invita- 
tion to hold the next district meeting 
at Merrill, the date to be set later. 


JOHN S. CRANDALL, 94, pioneer 
Milwaukee grain man, and one of the 
two oldest members of the Milwaukee 
Chamber of Commerce, died recently. 
He had been a member of the board of 
trade since 1873. George W. Ogden 
is the only person surviving who was 
admitted, to the board with Mr. Cran- 
dall. Mr. Crandall is survived by three 
sons, one of whom, Julius, is a mem- 
ber of Crandall & Beck, Milwaukee 
grain firm. 


D. D. LEWIS, veteran feed dealer 
at Dodgeville, Wis., has been the ob- 
ject of blackmailers, who in three notes 
to him demanded $300, threatening 
death if he did not comply with their 
threats. Instead of complying, he no- 
tified postal authorities who are now 
searching for the blackmailers. 


HOAG & BRAUN, Helenville, Wis., 
are building a feed warehouse at Hub- 
bleton, Wis. 
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Carefully Sifted for Feed Dealer Consumption 


A RISE IN FALL 
The golden rod was yellow, 
The corn was turning brown; 
The bad accounts of Dealer Jones 
Had almost pinned him down. 


3ut now he’s on his feet again; 

His business did not crash, 

Because he quit the credit game 

And sells his feed for cash. 

* 

An optimist is a man who walks 
among his friends with three cigars 
peeping from his vest pocket and ex- 
pects to smoke them at home. 

* * 
MISINFORMED 

“Where did you get the black eyes?” 

“You know the lady down the 
street whose husband is in China.” 

“Yies.” 

“Well, he aint.” 

Penford News. 

“I’ve got hard scratching,” mused 

the chicken as she spied a kernel of 


corn in a crack in the sidewalk. 
A NEW JOB 
“Say, Joe, I've got a new job in 
Detroit.” 
“What doing?” 
“Painting whiskers on Fords.” 
“What?” 
“Sure. To make ’em look like Lin- 
colns.” 
—Scratch. 
Another candidate for the dumbbell 
club is the girl who thinks a meadow 
lark is a farmers’ picnic. 
* * * 
NO REASON 
Guide: “We are now passing the 
largest distillery in Kentucky.” 
Tourist: “Why?” 
BUSINESS BUZZES 
The man you deal with is more im- 
portant than the deal you are making. 
If you want to make profit yourself, 
first show your feeders how to make 


it. 
Improvement ends only in perfection 
and no human is perfect. 
Noise is no indication cf accomplish- 
ment. 
Just think of the hard winter ahead 
for a moth with only a flapper’s sum- 
mer clothes to feed upon. 
Ok 
DIRECT MAIL 
A feed dealer received the following 
from a customer who owed him an 
account of long standing: 


Deer sur—I got your bill for what I owe 
you. Now, please, will you wate. When some 
other fools pay me I can pay you. If this wuz 
the day of jujment and you wuz no more pre- 
paired to meet your Maker as I am this ak- 
kount you would goto hell. Hoping you will 
do this, I remain, Yours trooly. 

Moral: A cash basis does away with 
fussing and cussing. 

* 
POPULAR NEIGHBORS 

Mother: “We are going to uncle’s 
farm to visit.” 

Daughter: “Has uncle any _ nice 
neighbors.” 

Mother: “Oh, yes, I’ve often heard 
him speak highly of the Holsteins and 
the Guernseys.” 


—The White Swan. 


G. C. NIELSON, Ladysmith, Wis., 
has purchased the feed business of M. 
A. Deward, Morton, Minn. 


elevator can have. 
mands for 
handle.” 


profit. 


Established 1825 


At one of the latest conventions we hear 
“In reference to feed mills, I think that 
it is the most important sideline that an 
This will bring de- 
the other sidelines ‘you 


Munson Attrition Mills have consistently earned 
profits for their owners these last 35 years. 
Better send for the descriptive catalog which tells 
why. No obligation, of course. 


Munson Mill Machinery Co., Inc. 


Representatives: Strong-Scott Mfg. Co., Minneapolis, Minn.; 
F. J. Conrad, Cedar Rapids, Ia.; A. D. Hughes & Co., Way- 7 
land, Mich., Clarence Wilkinson, Lansdowne, Pa. a ” A 


But there is no use considering a feed mill 
unless you are satisfied that it will pay -a good 


UTICA, N. Y. 


FB 928 
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Modern Methods Enable Burlington 
Firm to Serve Large Area 


New Molasses Plant Installed to Increase Service to Farm Trade 
Sells on Cash Basis, Operates Delivery Fleet, Issues Own Paper 


FARMER was loading feed 
A upon a truck at the Burlington 
Feed Co., Burlington, Wis. 

We chatted with him for a_ while 
before entering the store to talk to 
the proprietor, Walter Uebele. 

“Everyone around here knows Wal- 
ter Uebele,” he said as he tossed the 
last sack on the truck. ‘We consider 
him as one of our best friends. He is 
always looking out for our interests 
and keeps abreast of the times to give 
us the benefit of the lowest possible 
prices.” 

Has Molasses Mixer 

The farmer was right, we discovered, 
when we entered the Burlington Feed 
Co. establishment and saw the spacious 
and home-like office fronting a fully 
equipped grinding and mixing plant, 
equipped with the latest types of ma- 
chinery. 

Mr. Uebele has just completed the 
installation of a molasses feed mixing 
plant, a product of the Anglo-Ameri- 
can Mill Co., Owensboro, Ky. ‘The 
new equipment was purchased because 
of Mr. Uebele’s desire to give the iar- 
mers a service and a product that 
would increase their profits and con- 
sequently enhance continued prosperity 
of his business. 

The plant is a No. 2 type and has 
a capacity of 5,000 pounds an hour. It 
is conveniently arranged near the load- 
ing platform and a chute extends from 
the mixer out over the platform for 
ioading directly on the truck. 

Operation Is Simple 

The operation of the plant is simple. 
The customer dumps his load of corn 
and oats into the dump hopper, from 
which it is carried in a _ regulated 
stream by the drag feeder into the 
hammer mill. The ground feed is then 
blown by the hammer mill fan up into 
the feed collector. From the feed col- 
lector it runs down into the molasses 
mixer agitator where the molasses is 
put on the feed. 

Just as soon as the feed is started 
through the hammer mill an electric 
switch is thrown that starts the cold 
molasses process in operation. A regue 
lating valve is turned to let the mo- 
lasses flow through the molasses meter. 
Only a few moments are necessary to 
regulate the flow to the exact amount, 


or percentage the customer wants on 
his feed. Evey bit of molasses that 
flows through the meter is registered 
in pounds and then goes into the agi- 
tator and on the customer’s feed. The 
farmer pays for three things, namely, 


: 
/ 2 - 


Molasses meter, regulating valves and bag 
spout of molasses mixing plant. 


grinding the feed, for the molasses put 
in the feed, and for mixing the ground 
feed with the molasses. 
Installed By Inventor 

In the basement is an eight-barrel 
metal tank to hold the molasses, to 
which is connected mechanical appar- 
atus for taking the molasses out of the 
tank and elevating it to the control 
stand on the ground floor. The ele- 
vation is accomplished by a direct con- 
nected motor unit. On the second floor 
is located the motor driven mixer agi- 
tator. The molasses is elevdted up to 
the meter, through it and on up to 
the mixer agitator, where it is mixed 
with the feed. The feed runs out of 
the mixer agitator thoroughly mixed 
and ready to be spouted either to the 
bag, to a packer or a bin or to the 
customer’s wagon. There is also a by- 
pass on the mixer agitator so that the 
ground feed can go around the agitator 
if the customer does not want molasses 
mixed with the feed. 

Mr. Uebele was fortunate in having 
the inventor, George M. Agee, of Des 
Moines, Ia., install the plant and he is 
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confident that it will operate efficiently 
and economically. The equipment con- 
sists of a mixer agitator, four bag bag- 
ging conveyor, two way valve and flex- 
ible wagon loading spout, control 
stand, motor driven elevating appara- 
tus and an eight barrel supply tank. It 
represents an investment of $1,950.00. 
Penick & Ford Molasses 

Red Durham cane feed molasses, a 
product of Penick & Ford, Ltd., Inc., 
Cedar Rapids, Ia., is used. In order 
to operate a molasses mixing plant, a 
license has to be secured from the 
state, which is obtained through the 
company. The cost of the molasses is 
$23.00 a ton, and Mr. Uebele charges 
his customers two cents a pound for 
the molasses, which includes the mix- 
ing’ service. 

Mr. Uebele believes there is a grow- 
ing demand for sweet feeds, and states 
that he can properly mix molasses with 
feeds of all kinds for cattle, horses, 
hogs and sheep. The molasses serves 
as a food, tonic, conditioner and stim- 
ulator of appetite. As it is a rich car- 
bohydrate feed, it will when properly 
fed produce more fat, increase the pal- 
atability of other feeds, create thirst 
and cheapen the cost of producing 
beef, pork, mutton, and milk. Accord- 
ing to several exhaustive tests made by 
the Maryland station, the addition of 
molasses to the ration will increase the 
digestibility of other constituents from 
22 to 33% per cent, he said. 

Serves Large Area 

In addition to the molasses feed mix- 
ing plant, there is a warehouse work 
room equipped with two attrition mills, 
a corn cracker and a cleaning mill. The 
grain elevator has a capacity of 12,000 
bushels and two warehouses, one on 
the Milwaukee road tracks and the 
other on the Soo line, have a total ca- 
pacity of 35 cars. There is also a large 
warehouse for storing coal and wood. 

The Burlington Feed Co. is consid- 
ered one of the most modern and pro- 
gressive feed stores in the state and 
the firm offers unusually good service 
to its patrons. Mr. Uehele carries prac- 
tically everything any of them might 
want in the way cf feeds, flour and 
allied products. Most of his trade is 
done in a retail way and his trading 


(Continued on Page Thirty-one) 
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MILES A. HOPKINS, manager of 
the flour and feed mills at Castile, N. 
Y., died in the home of his daughter 
in that place after an illness which 


covered a period of six months. He 
was 84 years old, having been con- 
nected with the mills continuously 
from the time he was 18 years old 
until ill health compelled his retire- 
ment from active business. 


New York Dealers Meet 
At Syracuse 


Interesting talks on various angies 
of business were heard by members of 
the New York State Hay & Grain 
Dealers’ association at the twenty- 
third annual convention, held at the 
Onondaga hotel, Syracuse, N. Y., Au- 
gust 23-24. 


OVER SIXTY-THREE YEARS OF SATISFACTION 


BADGER 


TRADE MARK REGISTERED 


SELECTED SEEDS 


Selected Seeds and Seed Corn 


THE LARGEST SELLER IN WISCONSIN 


<a 


| MILWAUKEE 


L. TEWELES SEED CO. 


WISCONSIN 


“SPRINGFIELD” 
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Attendance was large and the pro- 
gram was well balanced with business 
and pleasure. 

Among the speakers and their sub- 
jects were Richard F. Harrison, vice- 
president of the City Bank Trust Co.. 
Syracuse, who explained the “Trend 
of Business and the Farmer”; Harry 
Collins Spillman, New, York, who 
spoke on “Adjusting Ourselves to a 
New Era of Business”; H. B. Hart- 
wig, Ithaca, who gave a talk on 
“Growing Alfalfa and Clover’; W. A. 
Stannard, secretary of the Eastern Fe- 
deration of Feed Merchants, who enu- 
merated the “Problems of Grain Deal- 
ers’; and Stephen D. Rice, who told 
“How-a Traffic Advisor Can Serve an 
Association”. 

Entertainment for ladies was pro- 
vided at the convention and included 
sight-seeing tours, luncheons and thea- 
ter parties. The annual banquet was 
held on the roof garden of the Onon-, 
daga hotel on the evening of the open- 
ing day. 

Howard L. Cross, president of the 
association, presided at the convention. 
Other officers of the organization are 
D. Clifford Jones Weedsport, secre- 
tary; R. J. Bantel, Rochester; W. B. 
DeWitt, Skaneateles; L. F. Hewitt, 
Locke; F. A. Prentice, Auburn: W. 


J. Close, Schenectady; and F. M. Wil- 
liams, New York City, directors. 


Bpaoser Bran, 

that others . 
strive to reach 


Eastern Federation Ready to Start 
Drive tor New Members 


Various Afhliated Organizations Will Launch Simultaneous Campaigns 


Officers Are Confident That Goal of 250 New Dealers Will Be Exceeded 


HE membership campaign of 

} the Eastern) Federation of Feed 

Merchants will be launched im- 
mediately after Labor day and _ will 
continue until the annual wid-winter 
meeting in February. The officers are 
sure that the goal of 250 new members 
will be reached long before the end of 
the drive. 

The states of New York, New Jer- 
sey and Pennsylvania have been di- 
vided into 50 districts and campaign 
leaders have already beer selected for 
many of them. The list when pub- 
lished will represent a virtual blue 
book of the eastern feed trade accord- 
ing to W. Sanford Van Derzee, Al- 
bany, N. Y., campaign director. 

Local Clubs Co-operate- 

Simultaneously with the federation 
drive several of the local feed and grain 
associations are planning to wage ag- 
gressive campaigns in their own terri- 
tories. It is the goal of the federa- 
tion*to have every retail feed merchant 
a member of a local club and a full 
member of the federation. To this 
end the federation dues are reduced to 
all members of affiliated clubs in good 
standing. 

“The first battery in the campaign 
will be fired on September 4, when a 
broadside of special invitation will be 
sent to every non-member,” according 
to, Director Van Derzee. “These will 
be followed by personal invitations 
from members of the committee in 
each territory. Each month the bar- 
rage will continue until every feed man, 
regardless of the size of his business, 
is in the ranks and active in carrying 
the burden which has been left to a few 
members altogether too long.” 

Wyckoff Endorses Drive 

Director F. A.. Wyckoff, East 
Stroudsburg, Pa., is one of the cam- 
paign boosters. “This is just what we 
need to help, the feed situation in this 
part of Pennsylvania,” he said. “Our 
feed men will respond and do their 
part. I hope we can have an enrollment 
of 100 per cent from this part of our 
great feed state.” 

T. P. Gaines, Sherburne, N. Y., di- 
rector and one of the active workers 
in the campaign preliminaries, is sure 
“that the goal will be easily reached. I 
am pleased with the enthusiasm among 
the trade. The boys seem glad to join 


but have been waiting for someone to 
give them a little urging. They will 
have plenty of that before we finish 
this drive.” 

“Tt will be as much a campaign of 
friendship and education as for mem- 
bers,” F. M. McIntyre, Potsdam, N. 
Y., suggests. “I believe every feed 
man should be a member of the feder- 
ation and active in a local feed club 
or association. In the local field the 
purely local problems can be quickly 
settled and the larger tasks that affect 
the whole trade can only be met by a 
powerful organization like the federa- 
tion. I shall be disappointed if the 


New Jersey 


dealers in my county don’t get behind 
this drive to a man.” 

M. L. Walldorff, Olean, N. Y., 
sounds a war cry. “Let’s go. The en- 
thusiasm I find all over the East will 
carry this drive over the top. We need 
a larger federation and we are going 
to have it.” 

During the campaign special contests 
will be arranged to keep up the interest 
until the closing hour at the banquet 
at Binghamton during the convention. 
At that time a reception to new mem- 
bers will be given as part of one of the 
most elaborate programs ever planned 
for the federation. 


Dealer Joins 


Cash Basis Ranks 


INDLEY G. COOK, retail feed 
L merchant of Hackettstown, N. 

J., and a director of the New 
Jersey association joined the ranks of 
strictly cash concerns on June 1. He 
sent the following letter to his trade 
during May: 

“To Our Customers:-On June Ist 
we will make two changes of interest 
to our customers. 

“Ist—We will add a full line of 
Farm Implements and Barn Equip- 
ment to our stock, at the urgent re- 
quest of many of our old customers. 
We will also be prepared to furnish all 
parts for machinery that we sell. 

“2nd—We will put our entire busi- 
ness on a ‘cash and carry’ basis with 
a reasonable charge for delivery. 
Special terms may be arranged on silos 
and large items of machinery. 

“We believe this arrangement will 
be more satisfactory to all concerned 
as prices will be lower and good cut- 
tomers will not be obliged to pay for 
the losses incurred inj bad accounts as 
is customary in all lines of business. 

“On all accounts standing on our 
books June Ist, interest will be added 
to such portions as may bé thirty days 
old, with the request that such bal- 
ances be reduced as rapidly as pos- 
sible. 

“Trusting that this new arrangement 
will meet with your approval and that 
we may be favored with your business 
in the future as we have in the past, 
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I am, Sincerely yours, Lindley G. 
Cook.” 

Mr. Cook says that he cannot pre- 
dict what the final result of his action 
will be, but he adds, “I am satisfied 
that it is the proper method of con- 
cucting our business. It is fair to us 


and to our trade.” 


C. E. KIFF, president of the re- 
cently organized corporation bearing 
his name, is overhauling his buildings 
at Delhi, N. Y., and dressing them up 
with a fresh coat of paint. A large 
concrete molasses storage tank has 
been added to his equipment to facili- 
tate the mixing of molasses feeds 
which have’ proved popular among his 
customers. Mr. Kiff will be away most 
of September and October on an ex- 
tended motor trip and vacation. 


THOMPSON & KNAPP, Pierre- 
pont Manor, N. Y., have disposed of 
their feed and coal business to Frank 
Brown, of Sidney, N. Y. Mr. Brown, 
who has had wide experience in the 
feed business, formerly lived at Pierre- 
pont Manor. 


BABCOCK BROS., Delanson, N. 
Y., who for many years were shippers 
of hay, have opened a feed store. They 
report that they are much pleased with 
their progress since they entered the 
feed business and are planning an ex- 
pansion during the fall and winter. 
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New Jersey Dealers Planning 
Anniversary Meeting 


HE New Jersey Feed associa- 

tion will celebrate its first birth- 
day, October 10, with a meet- 

ing at New Brunswick, N. J. Mem- 
bers will be guests of the State Agri- 
cultural college during the forenoon. 

Professor Baker, head of the exten- 
sion department of New Jersey, will 
preside at the morning session and 
several experts from the college will 
talk on various phases of farm feed- 
ing. 

Following a luncheon at 1 o’clock it 
is planned to discuss retail feed store 
advertising and to have a speaker who 
has had experience along that line. The 
subjects of credit, service charges, and 
problems of organization will be infor- 
mally discussed by several members 
. and a general feed forum will be open 
to all members present. 

At the evening banquet it is expected 
that an address will be given by a rep- 
resentative of the United States Cham- 
ber of Commerce cn the subject of 
“General Agricultural Situation from 
an Economic Standpoint”. There will 
be singing and music and a general 


good time. 

The new association already has 
more than 50 members which is, how- 
ever, only about 20 per cent of the re- 
tail dealers in the state. An effort will 
be made to bring out all of the dealers 
and a membership drive is being 
planned at the same time the campaign 
of the Eastern Federation of Feed 
Merchants is to be conducted. 

Secretary H. J. Samuelson, Toms 
River, says: “While we feel much en- 
couraged as a result of our first year, 
we are making plans to increase our 
membership and the scope of our ac- 
tivities during the coming season. I 
believe these local associations do 
much to overcome competitive diffi- 
culties in our trade and strengthen our 
position with the feed distributors and 


JAMES H. GRAY, whose feed mill 
at Springville, N. Y., has been visited 
by safe blowers several times, and who 
had been leaving the door of the strong 
box unlocked to save trouble for the 
yeggman, is now wishing he had done 
likewise with his branch feed mill at 
Collins, N. Y. Burglars broke into 
the branch office recently, blew open 
the safe, and took $100 in cash, besides 
destroying the safe itself. 


MUTUAL MILLERS’ MEETING 

The annual meeting of the Mutual 
Millers’ & Feed Dealers’ association, 
was held at Jamestown, N. Y., August 
31. There was a large attendance of 
feed men from: western New York and 
Pennsylvania and the program of busi- 
ness and sports was thoroughly en- 
joyed. 

Pres. E. B. Dunbar outlined the ac- 
complishments of the year and was ac- 
corded high praise for his able leader- 
ship which hag substantially increased 


with our customers.” the membership. Business was the 


rule of the morning session and the 
round table discussion was not con- 
cluded when the meeting adjourned for 
lunch so that it was continued in small 
groups around the tables. 

In the afternoon the sports commit- 
tee kept everybody busy and happy. 


LEONARD D. WAGNER, who 
with Cyrus W. Carrier, operated a feed 
mill and sales business at Corfu, N. 
Y.. died August 15 in his home in that 
village at the age of 73 years. A stroke 
of apoplexy on July 28 preceded death. 


VALVE 


Mixing Molasses Feeds Made Easy For You 


MOLASSES 
METER 


PATENTED 
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PENDING 
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With the Monarch Vertical Batch 
Mixer With Molasses Attachment 


Now you can do custom 

mixing of molasses feeds as 
well as dry feeds and increase 
your profits and attract more 
customers to your door. This 
outfit mixes the feed, then measures 
and applies the molasses, produc- 
ing asmooth, even texture molasses 
feed that instantly meets the 
approval of feeders. 


Before you buy a feed mixer get full information 
on this Monarch equipment, the ideal outfit for 
mixing molasses and dry feeds. Ask forCatalogF. 


SPROUT, WALDRON & CO. 
Box 318 Muncy, Pa. 


Chicago Office 9 So. Clinton St. 
Kansas City Office 612 New Eng. Bidg. 


THE FEED BAG—SEPTEMBER, 1928 


; 
mis 
| 
| 
|. 
3 ly 
{ 
A 
/ 
PRESSURE 
if GAUGE 
ul VALVE VALVE 8 
| 
2 4, 
PRESSURE 
| 
. PUMP 


Charles M. Cox is president of a network of grain and 
feed firms with gross annual sales of $20,000,000. Cut of 
Mr. Cox and accompanying snow scene are 4furnished 
through the courtesy of Printers Ink Monthly. 


Mr. Cox is an artist as well as a good business man. He 
painted the above snow scene in beautiful colors. 


Silver Anniversary Is Celebrated 
By St. Albans Grain Co. 


Is Big Sister of Four Plants Producing 35 Carloads of Feed a Day 
Charles M. Cox, President, Explains Reasons for Its Rapid Growth 


WENTY-FIVE vears of serv- 

ice to New England feeders and 

feed dealers were recently com- 

pleted by the St. Albans Grain Co., 

St. Albans, Vt., one of the thriving 

plants of a large network of feed and 

grain enterprises, of which the Charles 
M. Cox Co. is parent firm. 

A silver jubilee, attended by more 
than 300 officials, employees and 
guests, was celebrated in honor of the 
occasion. Charles M. Cox, president of 
the Charles M. Cox Co., was host. 

Serves 1,200 Retailers 

From a pioneer venture in the com- 
mercial feed industry, the St. Albans 
Grain Co. has continually expanded un- 
til it is now the “big sister” of three 
other plants, the Crosby Milling Co., 
Brattleboro, Vt., Eastern Grain Co., 
Bridgewater, Mass., and the Cunning- 
ham Grain Co., Malden, Mass. The 
combined output of these four firms 
is more than 35 carloads a day, and 
the chain is recognized as one of the 
largest. in New England feed manufac- 
turing. It supplies 1,200 retail dealers 
with Wirthmore feeds and operates a 


chain of 30 retail stores. 

The Charles M. Cox Co., of which 
the St. Albans Grain Co. is a subsidi- 
ary, comprises a network of retail, 
wholesale, and manufacturing firms 
which have gross sales of $20,090,000 
annually. 

The growth of the St. Albans Grain 
Co. has been phenomenal bec2use of 
several sound business principles which 
Mr. Cox has applied and which he ex- 
plains in an article entitled “The One 
Man Business Is a Mistake,? appear- 
ing in a recent issue of Printers Ink 
Monthly. 

Delegating Authority Important 

“At Pinehurst,” Mr. Cox writes in 
part, “a very good friend of mine told 
me on the golf links that every morn- 
ing he received from his people a long 
night letter about company progress 
and problems, and that every night he 
wired back. In that way, he said, he 
was able to take his vacation, which 
otherwise would be impossible, keep in 
touch, and make himself fit for the ac- 
cumulation of work that piled up on 
his desk. didn’t have the heart to 
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tell him that though we were dealing 
in grain, which fluctuates rapidly in 
value, I had not looked at a market re- 
port or heard a word frem my people 
regarding business in the fortnight 
since I left Boston. 

“There isn’t much rest, and there is 
mighty little real play, for the head 
of any large organization or for the 
head of any important department in 
it, if the executive in charge has not 
learned to delegate authority and re- 
sponsibility. But the irony of this 
principle is that a great many of us 
won't accept it until too late, or, as 
happened in my case, until we get 
doctor’s orders. 

No Jealousy Among Executives 

“IT. saw clearly that it is a mistake 
to have a business dependent entire- 
ly on one person. One brain is not 
enough. Ten fingers are not enough. 
Eighteen hours a day are not enough. 
This is a way of saying, if the business 
is to be more than a small, one man 
concern, the head man must learn to 
delegate authority and_ responsibility. 

“The leaders in any large enterprise 
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shall be men who are not jealous of 
one another. My brother was an in- 
spiration in this way. He taught those 
who camé along under him all that he 
himself knew, with emphasis all the 
while on the idea that any and every 
fact has a somewhat different meaning 
and value to different minds. The re- 
sult was that some of these subordi- 
nates developed traits and abilities that 
neither of us possessed.” 

The second basic reason for the suc- 
cess of the St. Albans Grain Co., and 
all of its sister subsidiaries, is ex- 
pressed in the next few paragraphs 
that follow in Mr. Cox’s article: 


“No doubt,” he writes, “we owe a, 


large measure of what success we have 
achieved to the plan which has been 
firmly grafted into our business for 40 
vears, namely: To give the best value 
possible for the least money, and to 
consider constantly that we are per- 
forming a necessary service. 

“Ours is strictly a cash business so 
far as wholesale is concerned and that 
fact has helped us gradually to develop 
during our 41 years of business until 
now our sales of all affiliated compa- 
nies exceed $20,000,000 a year.* * * 

“We have not consolidated our sub- 
sidiary companies because we find that 


Executives and Salesmen of the St. Albans Grain Co., St. Albans, Vt. 


the friendly spirit of rivalry and the 
sense of personal responsibility and 
pride that inheres in local management 
is in itself an asset and we are now 
operating 12 corporations, several ci 
which have subsidiaries of their own. 

“The word corporation might better 
be made to read co-operation. Innum- 
erable companies have adopted ways 
and means encourage people 
through some participating plan. But 
behind the success of every such com- 
pany lies the principle that I started 
out with, that although it is human 
nature to respond to encouragement, 
manifested by promotion and increased 


DeVry G (16 mm) 
ojector 
1111 Center St. W. D 


| DeVry Projectors Sell Goods 


The Goodyear Tire and Rubber Company of Akron, Ohio, ordered 52; 
Phoenix Mutual Life Insurance Company of Hartford, Connecticut, 32; The 
Stanley Adv. Company of New York, 39; Fox Film Exchange of New York, 
36; and other quantity orders from the Hammermill 
Paper Company, Erie, Pennsylvania; New York 
Edison Company, New York; The Union Special 
Machine Company, Chicago; Hoffman Specialty 
Company, New York; The Ford Motor Company of 
Detroit; Barber-Greene Co., Aurora; Rail Steel Bar 
Association, Chicago Evening American. 


WRITE FOR ILLUSTRATED FOLDER— 
DO YOUR SALESMEN SELL? 


World’s Largest Manufacturers of Standard Portable Motion Picture 
Projectors and Cameras 


Chicago, Illinois 
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pay, quite as important, is the willing- 
ness and ability of executives to dele- 
gate authority and responsibility.” 

In describing the four feed manufac- 
turing plants of which the St. Albans 
Grain Co. is a topnotcher, Mr. Cox 
writes: 

“We are now operating four large 
plants manufacturing grain and its by- 
products into feeds for special purposes 
such as for little chicks, developing 
feeds, dairy feeds, special feeds for 
horses and so on. These plants are 
located at St. Albans, Vt., Brattleboro, 
Vt., Bridgewater, Mass., and Malden, 
Mass. Our total shipments from these 
plants average in excess of 35 cars a 
day. Our products are sold under the 
trade name ‘Wirthmore’. We serve in 
New England more than 1,200 retail 
stores, including a system of 30 odd 
chain stores which we directly own 
and manage. The milling and mixing 
end of our business has come to: be by 
every measurement the most impor- 
tant. But it would have been obvious- 
ly impossible for me alone to have de- 
veloped that.” 

Directors, salesmen, service men and 
employees all took part in the St. Al- 
bans Grain Co. silver jubilee and the 
program for the celebration extended 
over two days. 

Several short business sessions were 
held, but most of the time was occu- 
pied by entertainment, including golf, 
motor trips, water sports and a field 
day. 

The climax of the event was the ban- 
quet held on the evening of the first 
day in the St. Albans’ city hall, which 
was appropriately decorated for the oc- 
casion. Many guests joined the St. Al- 
bans Grain Co. executives and employ- 
ees in wishing the firm continued 
growth and success. The speakers of 
the evening were Mr. Cox, H. M. De- 
wart, mayor of St. Albans, E. C. 
Smith, ex-governor, C. E. Schoff, J. 
E. Redmond, and W. D. Moore, Mon- 
treal, export feed manager of the Ogli- 
vie Flour Mills. 
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Advertising Cost Doesn't Increase 
Feed Prices To Farmers 


Here’s Ammunition to Use on a Feeder Who Insinuates That it Does 
Bigger Volume Obtained Enables Manufacturer to Sell at Lower Cost 


By F. Harvey Morse 


your feed is good, all 
right, but, hang it all, if your 
company didn’t spend so 

much money for advertising in the big 

state and national farm journals, you 
could make us a better price.” 

That was the comeback to a splen- 
did sales talk made to a dairyman by a 
feed dealer with whom I was working. 
Did the objection stump Mr. Dealer? 
It did not. Here is how he handled it. 

Comparison with Fertilizer 

“Well, let’s see, Mr. Jones. You 
bought some fertilizer for that big east 
field of yours, didn’t you? Who paid 
for that fertilizer?” 

“Why, T.did.” 

“How much more of a crop did you 
get from that field by putting on a fer- 
tilizer than if you had not used it— 
10 per cent more?” 

“Oh golly yes; lots more than that.” 

Why Buy Fertilizer? 

“But why didn’t you save the price 
of the fertilizer?” 

“Why, man, you must be crazy. I 
spent the money for fertilizer because 
it gave me enough extra crop to pay 
way more than the original cost of the 
fertilizer itself.” 

“Oh, I see,” replied the dealer, “then 
you really didn’t pay for the fertilizer 
after all, did you? It was the extra 
crop that paid for it, wasn’t it?” 

“Ves, I guess! that’s right.” 

“Well, that’s exactly the same way 
that advertising works. When the con- 
cern that makes the line I am handling 
advertises, it increases the demand for 
that} particular brand of feed. As the 
demand increases, they have to make 
more feed for the feeders. The more 
they make, the cheaper it is to make it. 
The increased production makes it pos- 
sible for them to lower their cost to 
the consumer—to you. Do you know 
how much the manufacturer could re- 
fund to you on this bag of feed to 
take care of the cost of national ad- 
vertising?” 

“Thirty to 40 cents, I'll bet.” 


Low Advertising Cost 
“No sir, it costs less than it does to 
haul the feed out here. Don't over- 
look this: if they handed you those 
few cents and handed them out on 


every bag bought by every other feeder 
and stopped the advertising, you know 
what would happen? The price would 
jump up a whole lot more than those 
several pennies. People forget in a 
hurry, you know. It wouldn't be long 


Many industries have proved 
that advertised products can 
be sold at lower prices than 
non-advertised goods of simi- 


lar quality. Some manufac- 
turers have recently learned 
from experience that the same 
results may be obtained by 
advertising feeds. All manu- 
facturers, however, cannot ad- 
vertise their feeds nationally 
because freight transit ar- 
rangements limit the territory 
in which they can market their 
products on a _ competitive 
basis. Despite this handicap, 
feed advertising is certain to 
steadily increase in volume. 


until a lot of them would forget this 
line of feed if it weren't advertised. 
That would mean smaller production 
and higher prices. 

“Another thing, if the manufacturer 
were to stop national advertising to- 
day, I would have to spend a whole 
lot more money in this county to edu- 
cate the feeders to the merits of the 
line I am handling. The manufacturer 
can do this a whole lot cheaper through 
national advertising than I ‘can do it 
here at home. 

Local Advertising Helps 

“Now let me give you a little in- 
side dope on my own business. A year 
ago I was selling 24 cars of this com- 
mercial feed a year and it cost me just 
about $160.00 a car for overhead— 
that’s $3,840.00. 

“T put on a man to help me sell out- 
side and I spent $800.00 for advertis- 
ing. I paid my salesman $600.00 for 
the time he spent on this feed. That 
boosted my overhead to $4,520.00. But, 
now look here—for that $4,520.00 I 
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doubled my sales and boosted them to 
48 cars a year. Now when you divide 
$4,520.00 by 48 that gives you $94.00 
which is my present handling cost as 
compared with $160.00 per car a year 
ago. In other words, although I spent 
$680.00 more, I obtained enough extra 
business to pull down my _ overhead 
$66.00. I put $26.00 into the bank and 
pass the other $40.00 back to you fel- 
lows. You can ask Mr. Jackson down 
the road and see if he isn’t paying 
$2.00 less per ton for his feed now 
than he paid me a year ago. By spend- 
ing this $680.00 I was able to sell at 
$2.00 less a ton than before I spent 
that money. That doesn’t lock like 
advertising raises the cost, does it?” 

Now try this line of argument the 
next time any customer springs the 
“costs more because it is advertised” 
stall. 


W. I. ROE, secretary of the North- 
ern New York Feed Merchants’ asso- 
ciation, found time to enjoy a brief 
vacation from which he has just re- 
turned. Mr. Roe is connected with A. 
H. Herrick & Son, Watertown, N. Y., 
which has been serving the northern 
trade since 1844. 


M. G. NEWCOMB has been elected 
president of the Hilton Milling & 
Warehouse Co., which does a large 
feed business in Hilton, N. Y., and 
nearby territory. Other officers are: 
Vice-president, Mrs. A. B. Fraser; 
secretary and treasurer, Chester A. 
Fraser. 


GEORGE OSTRANDER, president 
of the Fredonia, (N. Y.) Seed Co., an- 
nounces that his firm has awarded a 
contract for a $100,000 addition to its 
plant and storehouse. The new build- 
ing will be located on the New York; 
Central tracks at Fredonia and will be 
ready for operations this fall. 


HECKER H. O. CO. is erecting a 
six-story addition to its Buffalo feed 
mill, and will use it principally for 
storage purposes. The A. E. Baxter 
Engineering Co., of Buffalo, drew 
plans for the building, which will cost 
upwards of $125,000, and is in charge 
of construction. 
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IMPORTANT NOTICE 


to Dealers in Flour and Feeds 


A New-Day Buying Plan Tested to Give 


E urge you not to regard this as an 

advertisement. It is the announce- 
ment of an utterly new day in the buying 
and selling of flour and feeds. The an- 
mouncement by the world’s greatest 
millers of a new buying plan that puts 
new profit revenue in your feed trade. 


A plan that enables any dealer to carry a 
complete line of flour and feeds with only 
V4 of the capital formerly needed. 


A plan that makes $1 do the work of $3. 
Dealers say the Gold Medal ‘“‘Mixed-Car” 
Plan is the most modern merchandising 
plan yet offered by any miller. 


It does 5 vital things to make you more 
money. It does business on less capital; 
it trebles your turnover, getting 3 profits 
on each dollar instead of 1; it keeps stocks 
fresh; lowers warehouse space needed; 
lowers inventories; and still gives you a 
complete line of all types of feed. 


This Is How 
The Gold Medal ‘‘Mixed-Car’’ plan is the 


modern, economical way to buy flour and 
feed stocks. It gives you in one car the 
most complete line of quality flour and 
feeds (65 varieties) ever offered. And to 
get lowest freight rates you need no longer 
buy 3 cars—one car supplies all. 


Check It Here—$ for $ 


Under the oid system your investment ran 
like this: 


1 Car Manufactured Feeds ...... $1,200 


Car Mill Feeds................. 700 
$3,500 


Under the modern Gold Medal ‘‘Mixed- 
Car” Plan you invest: 


Manufactured Feeds 

(your choice of 65) Total $1,175 
Mill Feed (Approximately) 
Flour 


Gold Medal Feeds have always been easy 


Lower freight rates 
—Reduced inventory 
3times faster turnover 
— Higher profits 


and profitable to seiJ. Backed by the 
reputation and experience of the world’s 
largest millers. Backed by continuous, in- 
creasing farm paper advertising. Backed 
by a money-back guarantee, and by a 
merchandising plan that moves the 
goods. 


Now the “Mixed-Car” Plan makes Gold 
Medal Flour and Feeds the easiest, most 
profitable line to buy. By providing a 
fast-moving line of complete feed re- 
quirements, at about 14 of the capital 
investment formerly demanded. 


Get complete details of the new Gold 
Medal “‘Mixed-Car” Plan now. See how 
it guarantees more profits in your own 
business. Ask our salesman, or write us 
direct — care Dept. B-7. 


Washburn Crosby Company 


Millers of Gold Medal Flour 
and Gold Medal Feeds 


Minneapolis, Minn. Kansas City, Mo. 


MEDAL 


POULTRY FEEDS, HoG FEEDS AND DAIRY RATIONS 
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Growth ot Feed Business Stressed 
At Michigan Convention 


Speakers Advise Dealers to Study Methods of Serving Dairy Farmer 
Visit to Agricultural College Is Among Many 


increasing importance of 
feed merchandising as com- 
pared with the grain and hay 
shipping of Michigan country elevators 
was emphasized in the program of the 
twenty-fifth anniversary convention of 
the Michigan Grain, Feed & Hay Deal- 
ers association, which was held at the 
Hotel Olds, Lansing, Mich., August 
16-17, 1928. 

The convention was cpened on the 
morning of the first day with an invo- 
cation by the Rev. John W. Vickers. 
W. I. Biles, Saginaw, president of the 
association, read the directors’ report 
which was followed by the report of T. 
J. Hubbard, Lansing, secretary and 
treasurer. Mr. Biles said in part as 
follows: 

Duty to Handle Feed 

“We have seen in the past few years 
a2 great change in the business of grain 
handling in our state, and today, while 
considerable grain is being purchased 
for shipment, there has been thrust 
upon us a duty for which we must (if 
not already) be prepared to handle a 
tremendous volume of retail business 
which lays at our door. 

“IT refer particularly to the feed busi- 
ness of the dairy interests of our state. 
I am informed that Michigan today 
ranks third in the dairy business of the 
nation, a wonderful position for any 
state, and still going strong. So it be- 
comes the duty of every feed merchant 
to provide an ample supply of the best 
feeds available for the dairy cow.” 

Freight Case Victory 

President Biles also explained the 
association’s part in the fight on ex- 
tremely high hay freight rates which 
the carriers had put into effect between 
Michigan and southeastern markets. 
The campaign was started in Septem- 
ber, 1924, and final report of the vic- 
tory was made at the convention by 
Ralph L. Tuttle, traffic counsel of the 
association, who announced that the in- 
terstate commerce commission had 
canceled discriminatory rates which 
favored New York shippers and estab- 
lished a ninth class rate for all ship- 
pers which would enable Michigan to 
compete on a fair basis. 

Secretary Hubbard presented many 
timely ideas in his annual report which 
showed that despite decreased member- 


ship the affairs of the association had 
been conducted so as to leave a balance 
in the treasury at the end of the year. 
Some excerpts from Mr. Hubbard’s re- 
port follow: 

“Each season brings forth new 
troubles for all of us, and we want our 


Tracy J. Hubbard, Lansing, above, was 
re-elected secretary-treasurer of the Mich- 
igan Grain, Feed & Hay Dealers associa- 
tion. Other new officers are E. J. Maloney, 
Lansing, president; John Orr, Saginaw, 
first vice president and Sam Kirby, Coruna, 
secondivice president. 


members to keep in mind at all times 
that this association and its officers 
stand ready to assist them in solving 
their problems. Let them be known 
by telephone message or letter to your 
secretary and we will see that they 
are given prompt attention. * * * 

“You get out of an organization just 
what you put into tt. If you by per- 
sonal effort help to increase its mem- 
bership and thus enable it to expand 
its service to the grain, feed and hay 
dealers of Michigan, you not only ben- 
efit them but yourself as well. On the 
other hand if you assume a “Let John 
do it” attitude and do not take a per- 
sonal interest in the affairs of our as- 
sociation, all we can do is to render 
service within the limits of our finan- 
cial’ means. * * * 

“We are still compiling a list of un- 
desirable customers in grain and hay, 
that is dealers who have been found by 
our members to use unethical tactics in 
the conduct of their business. Our re- 
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Instructive Sessions 


vised list of such firms totaling close 
to 200 names, will be ready to mail our 
members this year about October 1. 
Don’t fail to write your secretary full 
details of any experiences you may 
have had with such concerns during 
the past year, as by so doing you can 
prevent losses for other members.” 
Visit State College 

Thursday afternoon all at the conven- 
tion were guests of the Michigan State 
college at the college campus in East 
Lansing. The program opened with 
a speaking session under the shade of 
big campus trees and concluded with 
visits to the college experimental plats. 
Buttermilk, milk and ice cream from 
the college dairy were served during 
intermission. 

The speaking program included an 
address of welcome by R. S. Shaw, 
president of the college, an address on 
wheat by J. F. Cox, dean of agricul- 
ture, and talks on fertilizer and lime 
by Prof. John W. Sims and G. M. 
Grantham, of the soils department. 

Professor Cox called attention to the 
outstanding reputation of Michigan 
soft wheat for making fine quality pas- 
try and cracker flour. Because of this 
reputation, he said, Michigan soft 
wheat is not so much influenced by 
world markets as hard wheat. He 
asked the dealers to urge their farmers 
to continue planting soft wheat and to 
secure and keep the best Michigan soft 
wheat for local seed. 


Fertilizer Recommendations 

Professor Sims said that studies 
made by the Michigan State  col- 
lege indicated that 40 per cent of the 
farmers buy their fertilizers according 
to what the dealer recommends. This 
places a great responsibility on the 
dealer, Prof. Sims said, for in order to 
make good recommendations dealers 
must know what kind of crop is to be 
planted, the soil type and the way the 
soil has been handled on each farm 
and for each field. The fertilizer ration 
must be balanced so as to supply just 
the right amounts of ammonia, phos- 
phoric acid and potash for the soil 
and the plant to be grown. The Michi- 
gan State college issues a bulletin No. 
53, which may be obtained free on ap- 
plication, intended to help in the se- 
lection of proper fertilizers for various 
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SK US 


; for Samples and 
: Prices of 


CORNO 
Feeding Oatmeal 


14.5 Protein 

3.9 Fibre 

‘a For Mashes and Poultry 
Fattening Feeds—for 
Pigs, Calves and all young 
3 and growing animals. 
Fully equal to Ground 
Oat Groats and Rolled 
{ Oats for animal feeding at 
a big saving in price. 


CORNO 
Hygrade Oatfeed 


11.0 Protein 
19.0 Fibre 


Almost as much Protein 
as Whole Oats, ground or 
unground, or Ordinary 


: Bran.—.A splendid feed for 
Dairy Cows. 


CORNO BRAND 


Rolled Oats 

Steelcut Oatmeal 
Whole Oat Groats 
Ground Oat Groats 
White Hominy Feed 

(7% Fat) 

an Unground Oat Hulls 
Reground Oat Hulls 
Fine Ground Oat Hulls 


. All products packed in new Jute Sacks— 
Write us today. 


THREE MINUTE CEREALS Co. 


DEPARTMENT 14 
i CEDAR RAPIDS, IA. 
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Michigan soils and various crops. 

Mr. Grantham said that 75 per cent 
of all soil tested in the state needed 
lime. Only 75,000 acres are being limed 
each year, so it will take many, many 
years to finish the job in Michigan 
alone and by the time it is finished 
many of the acres limed earlier will be 
in need of further attention. He urged 
Michigan dealers to handle lime for 
the benefits of their customers, des- 
cribing the various kinds of lime avail- 
able and estimating their comparative 
values. 

Good Entertainment Provided 

The banquet and entertainment was 
held in the Wisteria room of the Hotel 
Olds, Tuesday evening. A peppy col- 
legiate orchestra played and Edward 
Maloney, Lansing, kept things moving 
as toastmaster and introduced Wilbur 
M. Brucker, attorney general of Michi- 
gan, who delivered the address of the 
evening on the subject “Our State 
Government”. The banquet entertain- 
ment and a theater party which was 
given for the ladies during the after- 
noon, were provided through the cour- 
tesy of the following firms: Christian 
Breisch & Co., Chatterton & Son, Carl 
Cushman Co., Michigan Elevator Ex- 
change, Michigan Millers’ Mutual Fire 
Insurance Co., Ryon Grain Co., Michi- 
gan Fertilizer Co. and Isbell-Brown 
Co. 

The Friday morning session was 
opened with an address of welcome by 
C. W. Otto, secretary of the Lansing 
Chamber of Commerce, which was fol- 
lowed by a response by A. L. Reidel, 
Saginaw. ‘Fred Pond, secretary of the 
Buffalo Corn Exchange, renewed his 
organization’s standing invitation to 
hold a mid-sumer meeting jointly with 
the Ohio and Indiana associations at 
Buffalo. 

Chris. G. Egly, Fort Wayne, Ind., 
invited everyone present to attend the 
annual convention of the National Hay 
association, which was subsequently 
held at Fort Wayne, August 20-22. He 
also read an address on the future of 
the hay business, prepared by H. A. 
Dinius, Roanoke, Ind., president of the 
National Hay association. 

Feed Industry Represented 

The feed industry was represented 
on the program by F. J. Bradford, 
vice-president and sales manager, Ar- 
cady Farms Milling Co., Chicago, and 
David K. Steenbergh, Milwaukee, sec- 
retary of the Central Retail Feed as- 
sociation and managing editor of The 
Feed Bag. Mr. Bradford’s address is 
published elsewhere in this issue of 
The Feed Bag and Mr. Steenbergh’s 
address entitled “Magic Cures for Feed 
Dealers’ Problems,” will be published 
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in a near future issue. 

A discussion of custom grinding, 
which was started by Mr. Reidel, Sagi- 
naw, whose remarks are published else- 
where in this issue of The Feed Bag, 
followed. 

Mr. Hubbard explained some of the 
experiences of Chatterton & Son with 
grinders and mixers. His talks demon- 
strated that Michigan dealers are in 
better circumstances with respect to 
their grinding prices and charges than 
dealers in Wisconsin and New York. 
Mr. Hubbard and other Michigan deal- 
ers have made comparative tests with 
hammer and attrition mills and with 
various grains to know which mills and 
which grains require the greatest 
power. They charge an average of 15 
cents per hundred, not bag, for grind- 
ing and many have a minimum charge 
of 50 cents. Those that operate mix- 
ers make an average charge of $2.00 
per ton for mixing. Various makes of 
grinders and mixers were discussed and 
recommendations made concerning 
them. It was generally agreed that the 
installation of a magnetic separator 
saved many repair bills’ and was good 
economy despite the necessary origi- 
nal cost. 

“Benefits of Agricultural Lime as a 
Soil Builder’, “Germination Test of . 
Field Seeds as a Basis for Purchas- 
ing’, “Fire Insurance an Asset to the 
Insured” and “Grains as I See Them 
at Present” were subjects of addresses 
at the final session of the convention. 
They were delivered by George Bar- 
ker, Hillsdale, state representative of 
the Kelly Island Lime & Transport 
Co.; W. H. Sturgis, Flint; H. E. Wil- 
son, Michigan Millers’ Mutual Fire In- 
surance Co., Lansing, and L. E. Mar- 
shall, Chatterton & Son, Lansing. 

Cal Cannon, federal supervisor of 
grain at Toledo, explained grading as 
it is done at the terminal markets and 
made suggestions to Michigan shippers 
from his years of experience grading 
Michigan grain received at Toledo. 

The convention closed with reports 
of the various committees and election 
of officers. 


The capital stock on a farm is the 
cow. 


NEW MIXER BULLETIN 

The Grain Machinery Co., Marion, 
Ohio, has published a new bulletin, 
No. 15, describing the Haines feed 
mixer. This mixer operates without 
a conveyor and is different in principle 
from any other machine on the mar- 
ket. Dealers interested in feed mixers 
may obtain copies of the bulletin by 
mailing a post card request to the 
Grain Machinery Co. 
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Booster Membership ContestStarted 
By Central Association 


Colby Porter, John Hull Open Campaign By Securing Nine New Members 
Full Support Expected From Within Organization; Closes October 15 


ATS off to Colby Porter and 
H John Hull! 


These two dealers, in accord- 
ance with the plan proposed by the 
Beaver Dam District Dealers’ club, of 
which Mr. Porter is chairman, spent 
one day together calling on retailers 
in neighboring towns and secured nine 
signed applications for membership in 
the Central Retail Feed association. 

New Members Pay Cash 

Cash for one year’s dues was ac- 
cepted with eight of these applications 
which proves that Mr. Porter and Mr. 
Hull are sold on the idea of selling on 
a cash basis, as well as:' on the merits 
of the Central Retail Feed association. 
“We expect that we will obtain several 
additional applications as the result of 
our calls,” Mr. Hull said when he tele- 
phoned from Markesan, Wis., to report 
the good news. 

Who can beat this record set by 
Mr. Porter and Mr. Hull? 

This question was asked by F. Kern, 
Sparta, Wis., president of the Central 
Retail Feed association, when the 
achievement was reported to the as- 
sociation’s executive committee at a 
recent meeting held in Madison, Wis., 
and the executive committee decided 
it would be a good plan to find out. 

Membership Contest Started 

A contest has been decided upon. 
Every member of the Central Retail 
Feed association is invited to enter the 
personal solicitation membership con- 
test. David K. Steenbergh, secretary 
of the association and managing edi- 
tor of The Feed Bag, is offering sev- 
eral prizes, details of which will be 
announced later, to the individual and 
to the team members who secure the 
most new memberships in the period 
ending October 15. 

Rules for the contest are simple. 
Every present member of the associa- 
tion is expected to take part. Decide 
whether or not you want to enter the 
contest as an individual or in a team 
with one or several, up to five in all, of 
your neighbor dealers. Fill out the 
questionnaire which is being mailed to 
every member of the association to- 
gether with a letter of further explana- 
tion and return the same to the secre- 
tary’s office, 86 East Michigan street, 
Milwaukee. List of dealers to be 
called on in the territory allotted to 
you together with supply of application 


blanks will be forwarded promptly. All 
that remains is to make the calls, have 
the applications signed and collect the 
$10.00 fees covering first year’s dues. 
Solicitors Benefit Personally 

“It’s easy to sell memberships in the 
Central Retail Feed association,” ac- 
cording to John Hull. “Colby and I 
had a wonderful time every minute of 
the day we were out on the job. We 
found most of the dealers we called on 
were already sold on the value of or- 
ganization and the merits of the Cen- 
tral Retail Feed association and were 
merely waiting for somebody to come 
to them with a personal invitation. 

“Most of our time was occupied 
looking over the warehouses, elevators 
and mills of the dealers we called on. 
Both Colby and I obtained many ideas 
which we are going to apply to our 
own businesses and we feel that we 
profited more from that day when we 
were away from our own stores than 
we ever possibly could in two weeks 
at home on the job. We believe that 
every dealer has at least one day which 
ke can spare for the benefit of his as- 
sociation and the business in which he 
is engaged, and we further believe that 
every dealer who spends such a day 
calling on the trade will find that, from 
a strictly selfish viewpoint, it has been 
a profitable one for him.” 

Credit for the idea of this. personal 
solicitation membership campaign be- 
longs entirely to Colby A. Porter, Fox 
Lake, Wis. Mr. Porter suggested the 
plan at the Beaver Dam District Deal- 
ers’ club meeting held at Watertown, 
and at least three other teams of this 
club are expected to report on their 
trips in the near future. Mr. Porter 
and Mr. Hull are also expected to 
spend another day in behatf of the as- 
sociation. 

Change in Dues Collections 

All present members of the Central 
Retail Feed association pay their dues 
each January for the calendar year. 
Members joining late in the year were, 
according to the old plan, required to 
pay the full $10.00 for whatever few 
months remained of the calendar year. 
Because of this fact it was often hard 
to secure new memberships during the 
last six months of each year. 

The executive committee of the as- 
sociation has taken care of this dis- 
advantage. Dues will now be collected 
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for the 12 month period beginning with 
the month in which each new member 
joins the association. New members 
who join the association in Septem- 
ber of this year, for example, will pay 
their $10.00 for the year ending Sep- 
tember 1, 1929. 
Advantages of Organization 


Advantages of organization and of 
membership in the Central Retail Feed 
association are too well-known to call 
for any further explanation at this 
time. It will be well, however, for 
all soliciting memberships in the pres- 
ent contest to keep in mind the mem- 
bership provisions and objects of the 
association which are expressed in the 
constitution as follows: 

“Any person, firm or corporation en- 
gaged in‘the retail distribution of feed, 
flour and allied products and owning 
or operating a mill or warehouse in 
which is kept a stock sufficient to meet 
the needs and requirements of the com- 
munity and having an office which is 
open daily during business hours and 
in charge of a person competent to at- 
tend to the wants of patrons may be- 
come a regular'member of the associa- 


tion by applying to: the secretary, and 


on being accepted by the executive 
committee, paying the required fee as 
hereinafter provided and agreeing to 
abide by the constitution and by-laws 
of the association. It is understood 
that where a concern operates more 
than one retail establishment each must 
have a separate membership.” 


Objects of Association 

The objects of the association are: 

“(1) To promote an acquaintance 
and friendly feeling among its mem- 
bers. 

“(2) To secure and _ disseminate 
any and all legal information which 
may be of interest and value to the 
members. 

“(3 To provide for the collection 
and dissemination of credit informa- 
tion to the members. 

“(4) To promote the feed business 
for the general good of the entire in- 
dustry and the welfare of its patrons. 

“(5) To aid in the more efficient 
distribution of feed and allied products 
through the interchange of information 
and improved methods of handling and 
distribution. 

“(6) To foster fair dealing, honest 
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‘*All your needs in grain and feeds’’ 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


J. C. BUBINGER BROS. CO., Ta... ..... Gluten Feed 
BOSENBAUM BROTHERS, Chicago, Ell... Grain 
HENRY LICHTIG & CO., Kansas City, Mo...................-... Milo and Kaffir 
FAIRMONT CREAMERY CO., Omaha, Neb.................... Dried Buttermilk 
AMERICAN MOLASSES CO., New York City................ Blackstrap Molasses 
MUTUAL RENDERING CO., Philadelphia, Pa....................0+-- Meat Scrap 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................. Oyster Shells 


AMERICAN LINSEED CO., New York City................ O. P. Linseed Oil Meal 


HAINES 


COMBINATION 


MIXER 


Fo the thorough 

and rapid mix- 
ing of dry feeds 
for stock and 
poultry. 


Requires mini- 
mum floor space 
and power—ship- 
ped completely 
assembled ready 
for operation on 
arrival. 


Convenient---Eff- 
cient---Durable. 


ADDITIONAL 
SALES 
REPRESENTATIVES 
WANTED 


Write for Bulletin F-10 


The Grain Machinery Co. 
| Marion, Ohio 


values end the proper fulfillment of ail 
obligations and contracts. 

“(7) Toco-operate with all branches 
of the feed and allied industries in all 
constructive programs for the advance- 
ment of the industries and in the col- 
lection and dissemination of informa- 
tion as to the value and uses of feed 
and allied products in order that the 
maximum economical consumption of 
these products may be maintained.” 


New York County Dealers 
Meet At Madrid 


The annual meeting of the St. Law- 
rence County (N. Y.) Feed & Coal 
Merchants’ association, was held at 
Madrid, N. Y., August 7, with an at- 
tendance of practically every member. 
This is an especially enviable record 
when it is considered that the mem- 
bership of the association includes 
every retail feed merchant in the coun- 
ty. 

A round table discussion followed 
the luncheon which was served at 
12:30 p. m. Reports of the year were 
given by the officers and the members 
joudly applauded the treasurer when 
he announced that a balance of more 
than $700.00 remained after all bills 
were paid. 

The officers elected were as follows: 

President, C. W. Spaulding, Ogdens- 
burg; vice-president, Lawrence Kelley, 
Madrid: secretary, F. M. McIntyre, 
Potsdam; treasurer, F. R. Maloney, 
Chase Mills; delegate, M. D. Kenne- 
han, Winthrop. 

The next meeting will be held at 
Gouverneur, N. Y., September 11, 
cpening with a luncheon at 12:30 p. m. 


Expert Oat Huller 


HULLS AND SEPARATES COM- 
PLETE JOB ONE OPERATION 


Capacity 40 to 60 bus. Per Hour 
Only 5 H. P. Also hulls Barley; Speltz; 
cracks and grades Corn, Wheat, Millet, 
etc. Automatic sieve cleaner. 

No feed manufacturer or elevator should 
be without one. Write for particulars, 
samples, ete. 

Sales Representatives Wanted 


CLELAND MANUFACTURING CO., 


Minneapolis, Minn. 
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Manufacturers Sincere in Producing 
Feeds That Pay Farmers 


Science, Experimental Work Employed In Compounding Proper Rations 
Industry Has Developed Into Vital, Economic Factor In Agriculture 


By F. J. Bradford 


Address Delivered at Michigan Grain, Feed and Hay Dealers’ Convention 


HAVE been associated with the 

feed manufacturing business for 

many years. In fact, since what 
you might say was its infancy. Pos- 
sibly there are many of you who can 
remember when there were no_ so- 
called “balanced rations” on the mar- 
ket. The by-products of grain from 
which balanced rations are now manu- 
factured were either burned, thrown 
away, or sold in a limited way to farm- 
ers for mixing with their home-grown 
grain. 

The cereal mills were probably the 
first ones to try and establish a market 
for their by-products by mixing and 
blending them with other feeds. They 
had to conduct their own experiments 
as the agricultural colleges in those 
days’ did very. little experimental work. 

First Molasses Feeds. 

After the cereal mills had established 
a market for their by-product, feeds 
composed largely of oat meal mill by- 
product and hominy feed, molasses 
feeds were put on the market. If mem- 
ory serves me right, the first molasses 
feed that had any considerable sale in 
this country was put out by E. P. 
Mueller and was composed of brewers’ 
dried grains and molasses. 

Shortly after that there were several 
manufacturers who started to market 
molasses dairy feed with grain screen- 
ings as a base. We did not have any 
state pure food laws at that time and 
it was not long before there were ma- 
terials being used in molasses dairy 
feeds which did not have any feeding 
value. There were mills in Indiana 
and other: states that were pulverizing 
corn cobs so fine that the milled pro- 
duct looked like standard middlings 
and other mills were doing the same 
thing with peanut shells and_ these 
things were used to adulterate, not 
only commercial feeds, but wheat 
feeds, such as standard middlings and 
bran. 

State Feed Inspection 

It was performances that 
brought national and state feed laws 
and inspection and for many years the 
state chemists and feed control offi- 
cials looked upon mixed feed manufac- 


turers as people who had to be 
watched. 

Today, we have very strict feed laws 
and inspections in all states and the 
state chemists and agricultural colleges 
work very closely with the manufactur- 
ers so that all by-products which have 


F. J. Bradford 


any feeding value can be used. 

Just imagine what the price of bran, 
middlings, hominy feed, linseed meal 
and other feeding materials would be 
it the feed manufacturers and agricul- 
tural colleges had not found ways of 
using the by-products of the cereal 
mills, grain screenings, clipped out by- 
products and other materials. 

Manufacturers’ Test Farms 

Now nearly all of the large feed man- 
ufacturers work closely with the dif- 
ferent state experiment stations and 
many of them have their. own experi- 
mental farms. Just to mention a few 
of them in this part of the country, the 
Quaker Oats Co., for example, has a 
large farm at Madison, Wis., which I 


believe is under the direct supervision. 


of the Wisconsin College of Agricul- 
ture. This farm was established for 
the purpose of finding the best way 
to use cereal mill by-products in the 
feeding of dairy cattle and hogs. They 
also have a large poultry experimental 
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farm at Libertyville, Ill. 

The Larrowe Milling Co., the Ral- 
ston-Purina Co., the American Milling 
Co., and many others, I believe, also 
have their experimental farms. 

I am mentioning these things to 
demonstrate that the feed manufac- 
turers are sincere in their desire to 
manufacture feeds which will prove 
profitable when used. 

Progress of Industry 

As I have said before, the mixed 
feed industry was probably started by 
the cereal mills to establish a market 
for their by-products, but as time went 
on the feed manufacturers, agricultural 
colleges, experiment stations and farm- 
ers learned more about the profits in 
feeding balanced rations and as we 
learned more about proteins, fats, di- 
gestible nutrients, vitamins, minerals, 
etc., we all strived to manufacture bet- 
ter feed than our competitors. 

Today, nearly every large manufac- 
turer markets some feeds which do not 
contain any of the so-called lower 
priced materials, but are manufactured 
entirely from higher cost materials. or 
the so-called “pure by-product”. 

I believe, today, that the large feed 
manufacturers have in their employ 
men who are just as well posted on 
animal nutrition as any of the agri- 


cultural colleges and all of the leading - 


manufacturers have up-to-date chemi- 
cal laboratories and high-class chem- 
ists. 

To illustrate the attitude of the feed 
manufacturers toward each _ other, 
toward the feed dealers, and their de- 
sire to render service to the feeders, I 
am going to quote from the address 
delivered by Mr. W. E. Suits, presi- 
dent of the American Feed Manufact- 
urers’ association, at the last conven- 
tion of the association held at West 
Baden, Ind., last June. 

Importance of Industry 

“The investment in this industry to- 
day runs into many millions of dol- 
lars and it is one of the biggest buyers 
of grain and by-products in existence. 
Its toll on the volume is exceedingly 
narrow and its cost of production is 
reduced to a minimum through the use 
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of power and highly developed ma- 
chinery. The tonnage produced is not 
definitely known but from the informa- 
tion I possess I would estimate that 
it is around 10,000,000 tons annually, or 
equal to half of the normal crop of 
oats in the whole United States. This 
business has been built from small be- 
ginnings in a quarter of a century in 
spite of the antagonism, or at best the 
luke warm support, of the colleges and 
press. 


“It is time that these educational 
forces should be shown what an im- 
mensely important economic factor this 
industry is and what a woeful disaster 
would result to the livestock world if 
its members abandoned their efforts. 
This is true today and will be im- 
mensely more important tomorrow 
with our rapidly growing human and 
animal population. 

“I am happy to note that during the 
past few years these farm educators 


MORE ASPIRATION 


**EUREKA”’ 
Revolving Disc Aspirator 


WILL INCREASE 
SCRATCH FEED BUSINESS 
MORE THAN 
A 


NEW SALESMAN! 


Aspirators—See our Catalog No. 100 


S. HOWES CO., INC. 


BUILDERS OF “EUREKA” FEED MIXERS 
SILVER CREEK, N.Y. 


Quatty Suaranteed — 
\Jalley Milling 


annon 


and leaders are becoming more appre- 
ciative of the importance of the feed 
manufacturers, and I believe this will 
increase as they get a better compre- 
hension of what we are doing. 

“We manufacturers of balanced ra- 
tions for livestock and poultry can 
serve a purpose of the first magnitude. 
It is for us to constantly study what 
these animals need and see that it is 
properly incorporated in our rations. 
That is what we are aiming to do to- 
day, but we are learning new things 
every year which enable us to make 
these feeds more scientifically 
more beneficial. 

Comparison with Home Mixing 

“When I look over the facilities of a 
modern, up-to-date feed manufacturing 
institution and compare them with the 
facilities for mixing rations on the barn 
floor or the local feed store, I am 
amazed that there is not a better re- 
cognition of the contrast. The modern 
feed manufacturing institutions have 
the benefit of all the scientific informa- 
tion secured in the last 100 years by 
the schools and the private investiga- 
tors. They have the financial ability 
and storage facilities for assembling 
feed materials and the very latest me- 
chanical equipment for accurately 
blending them in just the right propor- 
tions. They are able to use ingredi- 
ents which are not available to the 
average farmer, and certain things 
which are only of seasonal supply can 
be best taken care of in a manufac- 
turing institution of this kind. Unfor- 
tunately, many of the educators in ag- 
riculture fail to realize the importance 
of these points.” 


and 


MC MILLEN AT BUFFALO 

The McMillen Co., now building a 
new feed manufacturing plant at Buf- 
falo, will open offices in that city about 
September 10. 

The company, of which D. W. Mc- 
Millen is president, maintains, head- 
quarters at Fort Wayne, Ind., and op- 
erates mills there and at St. Louis. 

The plans being erected at Buffalo 
will have water frontage and sidings 
from two railroads and be one of the 
most modern and complete feed mills 
in the East. H. V. Craif, former traf- 
fic commissioner of the Buffalo Corn 
Exchange, will be associated with the 
company at Buffalo. 


~ PURE BRAN MINNEAPOLIS fiour mipps 


STD.MIDDS 
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Receipts Should Cover Every Detail 
Ot Grinding Expenses 


Depreciation Often Overlooked in Estimating Profits From Service 
Placing Machine Operation in Charge of Trained Man Cuts Down Cost 


BY A. L. RIEDEL 


N buying a new grinding machine, 

among the many things to be con- 

sidered are its capacity, power 
consumption, cost of installation and 
the cost of operation as weighted 
against the probable earnings or re- 
ceipts. 

One territory may warrant an in- 
vestment in an expensive machine of 
one type, and another territory an in- 
expensive machine of another type. No 
matter the type selected, in-my opinion 
it is not a success’ if the income does 
not pay the cost of labor, interest on 
investment, repairs, depreciation, 
power consumption, and overhead as 
well as a reasonable rate of interest on 
the investment. 

The item of depreciation is one that 
is very important, and also one that I 
think the most of us prone to disre- 
gard. It is my observation that the 
efficient life of the ordinary machine 
is not to exceed 10 years. True, one 
sees machines much older still going, 
and possibly doing good work, but us- 
ually at the expiration of 10 years, in 
this day of rapid changes and more 
efficient methods, even if it is. still 
a machine becomes so antiquated on 
account of new and more modern 
methods that the advisability to con- 
tinue with the old is questionable. 
Thus it is important that proper and 
sufficient depreciation be figured an 
item of expense. And so you will ap- 
preciate, the greater the investment the 
greater the depreciation, and as follows 
the greater the cost of operating. For 
not only in custom grinding but in the 
conducting of business in general, costs 
must be kept down consistent with 
volume. 


Properly locating the grinder for the 
most efficient operation and service is 
important. I believe it should be, if it 
is at all possible, located at some place 
in the plant where the receiving of grain 
and beans will not interfere with cus- 
tomers coming in with grinding or vice 
versa. One will be well repaid for a 
little time and study spent in properly 
locating this machine or machinery. 
Farmers now, as you know, and the 
rest of us are no different when we go 
into the other fellow’s place of busi- 
ness, demand almost instant attention 


Ask ~ 


~ 


your patron’s questions. 


Feed Bag 


; This is a clearing house for feed dealers’ and 
i feeders’ problems. Send in your own and 


Should a cow receive a special ra- 
tion after calving? What would you 
suggest?—R. O. 

The College of Agriculture, Univer- 
sity of Wisconsin, prescribes the fol- 
lowing: 

“Feed cows sparingly for first few 
days. Warm water and a few quarts_ 
of scalded bran or oats and good hay 
is sufficient for the first day or two 
after calving. A mixture of 75 parts 
bran, 50 parts oats, and 25 parts 
hominy may be fed 24 hours after 
calving. Fifteen parts of linseed meal 
may be substituted for the hominy. 

What is a good ration for a cow on 
scanty fall pasture?—J. P. K. 

The following is a successfully tried 
ration for cows on poor fall pastures: 
100 Ibs. barley, 100 Ibs. oats, 100 Ibs. 
bran, 100 lbs. linseed meal. 

Does soybean feed affect the flavor 
of milk?—F. P. B. 

Experiments conducted by the Wis- 
consin College of Agriculture prove 
that it does not. Soybean feeds, how- 
ever, affect the body of the butter, 
making it more gummy as the amount 
of feed was increased. The college is 
experimenting on a _ supplement to 
overcome this condition. 

* * * 

What are digestible nutrients in feed 
end what is the nutritive ratio?—W. U. 

Digestible nutrients are those ele- 
ments in feeds which are used by the 
animal for the building and upkeep of 
the body and for milk production. 
They are crude protein, carbohydrates 
and fats. The nutritive ratio is the 
ratio between protein in a feed and 


when coming to your place to trade. 
It follows that the party rendering the 
most satisfactory and efficient service 
will get the lion’s share of trade. I 
have seen and it has frequently been 
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the combined amounts of carbohy- 
drates and fats. 
* * 

I recommended crushed oyster shell 
for a customer’s hens to prevent thin 
egg shells but it failed? What may 
have been the cause?—M. E. T. 

The fault may lie in poor mineral 
digestion and assimilation. See that 
your customer’s hens get enough di- 
rect sunlight. Between 1 and 2 per 
cent of wood ash should be added to 
the dry mash for a week or more and 
cod liver oil should be fed to the flock 
twice a week. 

* * 

Is a fine or coarse limestone better 
for neutralizing acid?—E. B. 

Finer limestone is better. It has 
more particles and will neutralize the 
soil around it more completely and 
quickly than lumpy limestone. 

Is corn gluten feed better than corn 
meal for a ration?—U. A. C. 

Corn gluten is preferable. It con- 
tains almost three times as much pro- 
tein. 

A customer blamed my feeds for the 
illness and run down condition of his 
hogs and I have lost his business. How 
can I proceed to regain his confidence? 
—L. O. M. 

Employ a good veterinarian, if nec- 
essary, and have him kill and examine 
one of the animals. Nine times out of 
ten a disease will be discovered and 
you will regain the good will of the 
farmer: Also investigate his feeding 
methods. Do this work diplomatically 
and do not assume the attitude of 
“cock suredness”. 


mentioned, that many farmers, after 
being waited on, will stop to visit, 
but wei are all more or less like that 
and anyhow, what's the difference? 
That’s what we are there for. Now, 
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this irritates some elevator operators 
and their help, but if you would be 
successful at custom grinding humor 
them in this little human trait. 

We all know or should know, that 
a good operator with only average 
equipment can do work that will ex- 
cel that of an inefficient, careless and 
indifferent workman having at his com- 
mand the best and 
equipment. 

Put one 


most expensive 


man in charge of your 
grinder and make him responsible to 
you for its efficient operation; know 
that he is thoroughly familiar with the 
machine or machinery. If he is a new 
man, see that he is properly instructed 
by thoroughly training him yourself or 
turning him over to someone you know 
to be thoroughly capable in educating 
him. A little time spent at properly 
instructing a new employee as to how 
you want your work done, trade 
treated, etc., will pay big dividends. 
Even though the remuneration from 
custom grinding is small, you cannot 
afford in this day and age, with the 
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keen competition, high-powered sales- 
manship, and so forth, to have anyone 
in your employ meeting the trade, as 
must your grinder operator, excepting 
one who will meet them well, if their 
good will and patronage is to be re- 
tained. 


LLOYD HEDRICK, manager of 
the Purina Mills at Buffalo, captured 
the honors in the annual golf tourna- 
ment, in which more than 75 Buffalo 
feed, flour and grain men participated, 
taking a beautiful cup fer turning in 
low net score among all the players. 
Charles Lee, of the Eastern States 
Milling Co., made it a complete day 
for the feed industry by capturing the 
trophy for low gross score. 


GLENN BILL and Wesley Bush, 
who have been operating a_ general 
milling and’ feed business at Franklin- 
ville, N. Y-, for some years, have in- 
corporated under the firm name of Bill 
& Bush, Inc., with a capitalization of 


Cottonseed Meal 


ALL GRADES 


Arrival Drafts 


Quick Shipments 


Established 1898 


Humphreys-Godwin Co. 


PPppy 


—for almost half a century 


EVERY time you sell a sack of flour it 
should do at least three things for you. 
Give you a fair profit; satisfy your cus- 
tomer; and with the future in mind, make 


it possible to sell an- 
other sack to the same 
customer. 


things. 
a flour. 


half a century. 
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It takes a good flour [to™do those 
OCCIDENT is that kind of 
Dealers thave}been selling 
OCCIDENT that}y way for nearly 


RUSSELL - MILLER MILLING CO. 


General Offices 
MINNEAPOLIS, MINN. 


HCCIBENT FLOUR 
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Occident Feeds 


Occident Hard 
Wheat Bran 
Occident Hard 
Wheat Mixed 
Feed and 
Alta Hard Wheat 
Middlings 
FREE FROM 
SCREENINGS 
HIGHinPROTEIN 


GENE MATTISON, junior mem- 
ber of the firm of True & Grey,:Cat- 
taraugus, N. Y., gave a_ substantial 
cash donation to the Peterson-Angrove 
post of the American Legion in his 
community as the result of his good 
fortune while attending a town picnic 
at his home. Mr. Mattison was 
awarded a fine new sedan offered as a 
door prize for those purchasing tickets 
for the picnic. He already had a satis- 
factory car, and therefore auctioned 
his prize and gave half the proceeds 
to the legion. 


CHARLES R. CROUTH, president 
and treasurer of the Crouth Bros. Mill- 
ing Co., Erie, Pa., died in Belfast, Ire- 
land, while on his honeymoon. He 
was married June 3 to Miss Isabel 
Hunter, of Erie. Heart disease with a 
complication of stomach _ disorder, 
caused his death. The body was 
brought to his former home for burial. 


O. A. HOHLE, Excelsior Milling 
Co., Minneapolis, writes: “I am sorry 
to have missed the Tomahawk meet- 
ing but on those days happened to be 
coming up the Great Lakes from Buf- 
falo to Duluth. I had spent the pre- 
vious eight weeks with the family on 
a motor trip through the central and 
New England states. We spent a week 
in Boston, a week in New York state 
and practically a week in Philadel- 
phia.” 


NEW A-C MOTORS 

A new line of totally enclosed, fan- 
cooled motors, 1 to 50 H. P., has been 
developed by Allis-Chalmers Manufac- 
turing Co. In this new design, all of 
the active parts, such as stator core, 
stator winding and the rotor, are com- 
pletely enclosed, preventing contact of 
outside air, dirt, dust, fumes, moisture, 
etc., with the interior or active parts. 
Heat is carried away by a sufficient 
volume of cooling air forced around 
and across those parts which conduct 
the heat from the interior to the outer 
surfaces. A circumferential air jacket 
controls the path of cooling air. Solid 
cast iron bearing housings are attached 
to stator end heads with machined fit, 
which, with grease packed bearings, 
form a perfect end closure. Internal 
parts of motor are readily accessible 
by removal of housings. A unique fea- 
ture is that in many ratings, this to- 
tally enclosed design delivers the same 
horsepower output as is obtained 
from the same frame in the standard 
open rating. Temperature rise is within 
55°C. measured by the resistance 
method. The design provides for a 
most rugged construction with a mini- 
mum number of parts. 


| 
$30,000. 
J 
SSCs MEMPHIS, TENN. 


Dealer Who Sublets His Property 
Is Held Liable for Rent 


Should Sign Papers with Landlord to Free Himself from Obligations 
Selection of Financially Responsible Tenant Helps to Avoid Trouble 


HERE a retail merchant enters 

\ \) into a lease he usually de- 

sires the lease for a consider- 
able length of time. Consequently, 
leases of business property frequently 
run for a term of years in order that 
the merchant may have an opportunity 
to gather the fruits of the good will 
im such location. 

It follows, that a long term lease 
of business property may in itself de- 
velop into a thing of value before its 
termination. If then, the merchant for 
any reason should desire to assign or 
transfer his lease to another party, the 
question of his right to do so may be- 
come one of great importance. 

Terms of Assignment 

In the first place, it may be stated 
broadly, that where a lease provides 
terms and conditions whereby it may 
be assigned, these conditions become 
a part of the contract and must be 
complied with if an assignment is 
made. But, even though a lease does 
not contain provisions in respect to 
how it may be assigned it may still be 
assignable in accordance with the gen- 
eral terms employed therein, or with 
the consent of the landlord. 

However, the assignment or sale of 
a lease, even though done in accord- 
ance with the terms of the lease, or 
with the consent of the landlord, may 
not relieve the merchant from liability 
for the rent until the end of the term. 
The reason for this being that a lease 
usually binds the holder for the rent 
for the period of the lease, and relief 
from this liability can only be obtained 
through agreement with the landlord 
te that effect. 

The possible danger to a merchant 
in assigning a lease in being held liable 
for the rent therefore is illustrated in a 
great number of cases. And, as an 
example of how the courts generally 
reason in situations of this kind, the 
following example may be noted: 

Merchant Assigns Lease 

In this case a merchant leased a 
business location for a term of ten 
years. The lease obligated the mer- 
chant to pay the rent for the entire 
term, and to keep up the taxes and 
insurance as well. After he had been 
in business ahout five vears, the mer- 
chant had an opportunity to sell out 


to advantage. He thereupon sold his 
business, and assigned the lease to the 
purchaser, all of which was done with 
the consent of the landlord. 

However, in consenting to this as- 
signment, the landlord did not re- 
lease the merchant from liability under 
the lease. After the sale of his busi- 
ness, the merchant went to a distant 
state for his health and remained away 
for about a year. Upon his return he 
was very much surprised to be in- 
formed that the buyer of his business 
had defaulted in the payment of the 
rent, as well as in the payment of taxes 
and insurance, which the lease re- 
quired. 

A further surprise awaited the mer- 
chant when his erstwhile landlord de- 
manded payment of the amount in- 
volved from him under the terms of 
the lease. In this situation, the mer- 
chant denied liability on the ground 
that the landlord had consented to the 
assignment of the lease, and had ac- 
cepted some payments of rent from 
the assignee. 

Landlord Sues First Tenant 

A dispute resulted which culminated 
ir the landlord bringing suit against 
the merchant under the lease. The 
merchant defended the action and it 
reached an appellate court on appeal. 
Here, after a review of the facts as 
they have been outlined, the court in 
holding the merchant liable for the 
rent, had this to say: 

“The law has long been settled that 
a mere assignment of a lease by the 
lessee, and a consent to the same by 
the lessor, followed by the acceptance 
of rent from the assignee, did not re- 
lease the original tenant from liability 
on the covenants contained in his lease 
for the payment of rent.” a 

In the light of the foregoing rules, 
it is obvious that in assigning a long 
term lease a merchant should use some 
care in respect to the financial respon- 
sibility of the person or the firm to 
whom he makes the assignment. This 
is, of course, assuming that the land- 
lord will not release him from future 
liability when the assignment is made. 

Facts in Conclusion 

So, to conclude, where a merchant 
desires to assign a lease to business 
property he should look very carefully 
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to the terms of his lease governing as- 
signments, if such terms appear, and 
strictly comply with them. If his land- 
lord will consent to the transfer of 
liability for the rent to the assignee, 
well and good. 

On the other hand, in the absence 
of such an agreement on the part of 
the landlord, the merchant should not 
depend upon the mere consent of the 
landlord to the assignment, as con- 
stituting a release from this liability 
for the payment of the tuture rent. 
In such a situation, the merchant 
should require some security from his 
assignee covering this point, and es- 
pecially is this true where the assignee 
may not be financially responsible. For 
it this point is overlooked, and the as- 
signee defaults in the payment of the 
rent, the merchant may be brought 
face to face with an unexpected lia- 
bility growing out of the transaction. 


HENRY MILLER, Northfield, 
Minn., is erecting a feed mill. He for- 
merly operated a feed business in Can- 
non Fails, Minn. 


PAUL VOSS, Echo, Minn., has pur- 
chased the feed business of G. A. De- 
ward, Redwood Falls, Minn. Mr. De- 
ward plans to make a trip to his old 
home in Holland. 


WORTHINGTON SEED CO.,, 
Sioux Falls, S. D.. is erecting a new 
warehouse. The firm handles flour, 
feeds, seeds and coal and now operates 
three elevatcrs. 


DAN CRESAP, Cresap & Moore, 
Bonaparte, Ia., has purchased the Bo- 
naparte grist mill and is making ex- 
tensive improvements. 


NORTHLAND ELEVATOR, 
Bronson, Minn., has been re-opened 
and is now handling a complete line 
of flour, feeds, coal, ete. N. E. John- 
son has been re-appointed manager. 


FALLS ELEVATOR CO., Oconto 
Falls, Wis., is erecting a new ware- 
house. 


A. F. PBLTO, Brule, Wis., is open- 
ing a flour and feed store at Grand 
Rapids, Minn. 
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> Vertical Grinder 


. Has all the features of a 

double head attrition mill in 
little space and at low cost. 
It will grind almost anything. 
Furnished with Line Start 
Motor where required. 


ALLIS-CHALMERS 


MILWAUKEE, WIS. U.S.A. 


BULLETIN 1234-I 


SWEET DAIRY FEED 


16144% PROTEIN 
MANUFACTURED BY 


4 MINNESOTA FEED COMPANY 
4 MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 


The Dairy Cow 


Requires Rich, 
Milk-making 
Feeds 


Our Western Alfalfa 
Meal is a depend- 
able healthful dairy 
feed. Uniform in 
texture and color. 
Contains no excess 
moisture. 


Alfalfa Meal 


May be fed without 
waste. Contributes 
value to the ration 


—and Cows 
like it. 


Write or Wire Us For Quotations 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bldg., 
LAMAR, COLO. ST. LOUIS, MO. 


SHIPPERS OF 


Red 


Sulphured and Natural Oats 
and Barley, Buckwheat and 
other grains for poultry feed 


Elevator Capacity—2,500,000 Bushels 


ARCHER-DANIELS-MIDLAND CO. 


Manufacturers of Linseed Oil and Meal 


GRAIN DEPARTMENT 
MINNEAPOLIS -—- MINNESOTA 


Wire or Write for Our Quotations if you are not receiving 
them regularly. 
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CORN 


GLUTEN F EED 


Protein 


Dealers everywhere are finding 
Sweetened Douglas Corn Gluten 
Feed gaining new and better satis- 

fied customers every day. A pro- 

tein concentrate flavored with cane 
molasses. For poultry as well as 
dairy cows. Get our new pamph- 

let describing it. 


Look for the sign of these good feeds 
at your dealer, or write to 


PENICK & FORD La. Inc. 


Cedar Rapids, lowa 


\ WITH / 
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i Lhe Cow-feeds That 
il il 
|| 


Burlington F irm Serves 
Large Area 


(Continued from Page Thirteen) 


area now exists for a distance of over 
30 miles all around Burlington. 

Mr. Uebele is teaching his two sons 
the business which has made him so 
well-known in southern Wisconsin. 
Ralph operates a delivery route and 
covers the trading area for his father. 
He visits the farmers, grocers and pro- 
prietors of general stores, selling them 
flour, sugar, salt, cedar poles, twine, 
fertilizers, coal, wood and seeds. 

Operates Delivery Fleet 

Mr. Uebele is a firm believer in de- 
livery service to the farmer. He says 
it will be only a short time when 
everything will be delivered to the far- 
mer. “The firm who establishes a 
route now will have the jump on his 
competitors. When delivery becomes 
a common thing, those who started a 
trucking service early, will know their 
costs and will have a system perfected. 
The late ones will be way behind and 
will spend months in catching up.” 

A fleet of trucks is maintained which 
includes two Internationals, a Nash, 
a Studebaker and a Ford. Drivers are 
busy all day hauling feeds, coal, flour 
and wood to farmers’ stores and local 
patrons. Delivery charges are figured 


May Quote You? 


MIXED OR STRAIGHT CARS 


according to weight of load and dist- 
ance travelled, 
Publishes Own Paper 

The younger son attends to local de- 
liveries and helps his father in the 
management of the store. 

To bring in repeat sales and new 
customers, and to keep his community 
informed of the prices of feeds, the 
commodities he offers and the activi- 
ties at the plant, Mr. Uebele publishes 
a live little newspaper called the Bur- 
lington Eye Opener, which he distri- 
butes free of charge and at regular in- 
tervals to the 1,500 farmers and other 
patrons on his mailing list. It contains 
items of interest to farmers, as well as 
advertisements of the firm’s products, 
and has been found to be of great 
value in promotion work. He states 
that it is much more effective than a 
circular letter, for, besides telling more 
than he possibly could put in a letter, 
the paper creates an interest among 
farmers and builds a ciientele of in- 
terested readers who read it from 
cover to cover. 

In the next issue of the paper will 
be an announcement that the company 
is going on a cash basis. Mr. Uebele 
made this decision, believing that he 
is a better merchandiser than financier. 
“On a cash basis,” he says, “I shall 
be able to give my customers feeds at 


Dairy Rations 
Molasses Feeds 
Poultry Feeds 
Mill Feeds 
Coarse Grains 
Protein Feeds 
Wheat Flour 


NEW RICHMOND ROLLER MILLS CO. 


E. S. 
Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


Millfeeds 


either straight 
or mixed 
cars 


Large warehouse facili- 
ties and complete 
stocks insure prompt 

shipment. 


—_~~ 


Grain 


We offer: 


Oats, 
Corn, 
Rye, 
Barley 
and Chicken Wheat 


Write, wire or phone 


ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 
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(We Own And Operate A Mill And Elevator) 
SPECIALIZING IN ALL TYPES OF SCREENINGS 
(GROUND AND UNGROUND) 

Get Our Samples and Prices m4 
STRAIGHT CARS MIXED CARS 


siness With 

Hiawatha Grain Company 
MINNEAPOLIS, MINN. 
‘*‘FOR BETTER SERVICE’’ 


2. 


MILL FEEDS GROUND FEEDS OILMEAL : 


WE SELL DEALERS ONLY 


Queen Wheat Feed 
/ is a Pure Wheat offal 


= and is manufactured in 
our own mills. Can fur- 
nish Queen in straight 


or mixed cars with Che- 
; rokee Pure Bran and 
Cherokee Middlings. 


__ Bran, Screenings not exceeding mili ru: 
— CRUDE PROTEIN 15.7% 
CRUDE FAT - - 4.6%. 
CRUDE FIBRE - -83% — 


ST. PAUL, MINN. 


Ottice 318 Core Exchange gi 
MINNEAPOLIS, MIN A» 


Capital Flour Mills, inc. 


CORN EXCHANGE 
Minneapolis, Minnesota 


m- WE SELL DEALERS ONLY <—a 


2 HOUR SERVICE 
ON MIXED CARS 


Carry the Stock 


MILL FEEDS, FLOUR, OIL MEAL, GLUTEN, COTTON 
SEED MEAL, "HOMINY, CORN, OATS, OYSTER SHELLS, 
GRIT. In fact, everything i in the feed line. 


POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% 
RED OAK SWEET DAIRY 16% 
RED OAK WHEAT FEED 
RAPIDS DAIRY 16% 


We ship C. M. & St. P., C. & N. W. and Green Bay & Western 
WRITE OR WIRE FOR PRICES. 


McKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 
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a lower price. My operating expenses 
will be reduced and we will not have 
to make collections, send statements or 
pay interest on borrowed money. Con- 
sequently, our service will be improved. 
It is unfair to those who are at present 
paying cash to let others pile up an 
account which ties up our capital, in- 
creases our work and forces us to 
charge a higher price in order to make 
a profit. By having everyone pay cash, 
each will receive the same treatment 
and all will benefit by the resulting 
lower price. It is, no doubt, going to 
be hard to get my customers who have 
been doing a credit business with me 
for years past to pay cash, but I be- 
lieve they will see the justice and ad- 
vantages of a cash system and will be 
glad that I have changed.” 
Sells on Cash Basis 

“Last spring we sold all our seeds 
on a cash basis. It worked fine. We 
had no accounts to clear up and al- 
ways had cash on hand to buy addi- 
tional stock. The result was, of course, 
a lower price to the farmers, money in 
the pocket for them, for us and less 
administrative work. I see no reason 
why a cash basis for all of our products 
should not produce even better re- 
sults.” 

It is easy to understand why the 
Burlington Feed Co. has become one 
of the most progressive feed stores in 
the state. Mr. Uebele believes in keep- 
ing his customers satisfied. He does 
everything possible to give them un- 
equalled service. He keeps the farmers 
posted on prices, the trends in feeding, 
any new’ developments which mean 
profits for the farmers, and attends all 
conventions and meetings of feed men 
in the state to obtain information to 
pass on to them. When the Wausau 
District Dealers’ club had its summer 
rally at Tomahawk on August 11-12, 
Mr. Uebele traveled farther than any 
other dealer in the state to attend the 
meeting. 

The large spacious warehouse is al- 


WE OFFER 
Choice — Heavy Grade 


GROUND SCREENINGS 


Minimum Protein 16%, Minimum 
Fat 6%, Maximum Fibre, 14% 


Send for Sample 


C. E. DINGWALL CO. 


MILWAUKEE 


These ground screenings are made 
at our Waukesha plant of the 
finest material. 


SE CaPl 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FOR SALE 
Elevator, Milling, Feed and Coal business in 
Northern Illinois. electiic machinery. 
Write RB-2, c/o THE FEED BAG, os East 
Michigan street, Milwaukee, Wis. 


SALESMEN WANTED 
Side-line salesmen calling on Flour and Feed 
Mills and Feed Stores in Wisconsin, Minnesota 
and Northern Illinois to sell our Oyster Shell. 
Good commission =~. bry sales. Write for 
information. UNIVERSAL CRUSHED 
SHELL CO., P. O. Bos 555, Muscatine, Ia. 


FEED STORE FOR SALE 
Feed Store for sale on track in a good feed- 
ing territory. Good condition. Price reason- 
site, all you need is $2,000. Doing 
a Can be increased $50,00 
Located at Taylor, Wis. Write J. BRUCE 
VAN GoRDER , Black River Falls, Wis. 


RETAIL MANAGER WANTED 


Manager wanted for Retail Feed, Grain, Coal 
business in Sheboygan County. Give experience, 
salary, full details in first letter. Write Dept. 
“D”, c/o THE FEED BAG, 86 East Michigan 
street, Milwaukee, Wis. 


DAIRY ALFALFA HAY 
FOR SALE 


Write or wire for delivered prices. 
Grades and weights guaranteed. 
JOHN DEVLIN HAY CO., Inc. 
192 NO. CLARK ST., CHICAGO, ILL. 


ways tidy, sacks of flour and feed are 
neatly piled in even rows, samples of 
all his products are arranged on a dis- 
play case in the office and the atmos- 
phere pervading the plant is one of 
service, cleanliness and _ friendliness. 
Good feeds, at the lowest ‘possible 
price, and excellent service has given 
the Burlington Feed Co. an enviable 
reputation among its many friends. 
Sells Commercial Feeds 

Mr. Uebele believes that the grind- 
ing and mixing service he renders does 
not interfere with his sale of commer- 
cial feeds. Many of his patrons for- 
merly hand mixed their feeds on their 
barn floors. Now, while waiting at his 
warehouse for their feeds to be mixed, 
they notice the neat orderly arranged 
rows of commercial feeds and he has 
an opportunity to tell them of their 
value. Many farmers are thereby grad- 
ually educated to an appreciation of 
commercial balanced rations and begin 
using them. 


WILLIAM MOLL, of the Franke 
Grain Co., Milwaukee, and Miss Mari- 
etta Borgo, Hurley, Wis., were mar- 
ried Saturday, August 18, at Hurley, 
spending their honeymoon in Northern 
Wisconsin. Mr. Moll is well-known 
among the dealers in the state, who 
join with The Feed Bag in wishing 
the couple a happy wedded life. 


Mention The Feed Bag When Writing Advertisers 


ALL-PURPOSE 


Feed Grinder 


Pulverizes grains, ear or sna ped corn, 

roughage, and other snabesiele into soft 

cool stock. Requires less H. P. but 
grinds more feed. 


Write for full particulars. 


A. E. Jacobson Machine Works, Inc. 
1090 TENTH AVE. S. E. 


MINNEAPOLIS, MINN. 


Buy 
PURITAN BRAND 


The Genuine Live Reef 


CRUSHED OYSTER SHELL FOR POULTRY 
Packed in new 100 lb. burlap bags. 


CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


The Crushed Oyster Shell Company 


BILOXI, MISS. 


R. L. HERRICK M. H. HERRICK 


HERRICK FEED COMPANY, INC. 


WHOLESALE 


Grain and Feed Shippers 


HARVARD, ILLINOIS 
PHONES 135 AND 118 
Excellent service, highly reliable; 
Quality paramount---that’s undeniable; 


Best of attention, prices agreeable; 
Our motto is: ‘satisfaction unbeatable’’. 


100% FOR THE DEALERS 


R. L. HERRICK, Jr. J. M. HERRICK 
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The Feed Bag Is Your Paper, Help It By Boosting 


GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 


OW IS THE TIME 


Cold weather is just around the corner. 

Chimneys should be inspected and any 
necessary repairs made while the weather is 
mild. Make certain the entire heating plant 
is in safe condition before it is again put into 
service. 


Write for the booklet Safety and Economy in Heating— 
full of seasonal information. 


INDIANAPOLIS, INDIANA 
J. J. Fitzgerald 


Secretary and Treasurer 
Indianapolis, Ind. 


Cc. R. McCotter 


Ass't. Secy. and Western Mgr. 
Omaha, Nebraska 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


Registered in All States 


MARIANNA SALES CO. 
MEMPHIS, TENN. 


Quality and Service Guaranteed 


RELIABLE SERVICE! 


When in the Market for Straight or Mixed Cars 


MILLFEEDS OIL MEAL 
CRACKED CORN GROUND FEEDS 
GROUND GRAIN or FLAX SCREENINGS 
WHOLE or GROUND MILL OATS 
WHOLE or GROUND BARLEY 
GRAINS 


616 Corn Exchange Bldg. 


GET IN TOUCH WITH 


THE HAERTEL COMPANY, INC. 


Minneapolis, Minnesota 
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Maney Bros. to Add Line 
Ot Molasses Feeds 


Maney Bros. Mill and Elevator Co., 
Inc., Minneapolis, will soon begin op- 
erating a new molasses feed mixing 
plant which is being constructed for 
them on trackage property adjoining 
the firm's present warehouse. 

W. A. Maney, president of the com- 
pany, reports that the plant will be of 


‘the steam type and will necessitate the 


expenditure of approximately $10,000. 
It will be erected so that additional 
mixers may be added as business war- 
rants. A molasses storage tank to 
hold several cars is being provided and 
special equipment will permit the fill- 
ing of barrels or steel drums with 
molasses. 

Maney Bros. Mill and Elevator Co., 
Inc., will manufacture and market a 
complete line of molasses feeds and in 
addition distribute less than carload 
lots of molasses in steel drums to deal- 
ers throughout the territory. Durham 
cane molasses manufactured by the 
Penick & Ford Sales Co. will be used 
exclusively and distributed to dealers 
north and west of Minneapolis at a sav- 
ing in freight resulting from shipment 
of car lots from Louisiana to Minne- 
apolis. 


WM. FRANK, Jefferson Flour & 
Feed Mill, Jefferson, Wis., is remodel- 
ing his plant and erecting a new ware- 
house. 


FRANKLIN COUNTY MEETING 

The annual meeting of the Franklin 
County (N. Y.) Feed Merchants asso- 
ciation was held at Malone, N. Y., Au- 
gust 28. A large delegation from the 
St. Lawrence county association at- 
tended as guests. Prof. George W. 
Cavanaugh and Prof. H. H. Wing, of 
Cornell University, were the speakers, 


LARRY HARTZHEIM and wife, 
Beaver Dam, Wis., attended the two- 
day summer outing of the Wausau Dis- 
trict Dealers’ club at Tomahawk, Wis., 
while enroute to the Kiwanis conven- 
tion at Superior, August 13-14. While 
at Superior, Larry was photographed 
with President Coolidge, who has his 
summer offices there. 


A. M. BLAISDELL is named 
among those interested in the Orleans 
Warehouse Co., Inc., Minneapolis, 
which was recently incorporated with a 
capital stock of $50,000 to manufacture, 
buy and sell mill feeds and grain pro- 
ducts. 
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CEREAL 


GRADING CO. 
MINNEAPOLIS 
SPECIALIZE IN 
GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


¢ CHARCOAL 
COD LIVER OIL 
COLONIAL BUTTER SALT| 
PEARL GRIT 


Bag Lots-- Ton Lots 


Company 
| NORTH MILWAUKEE 


Dadmun-LaBudde 


STAY AT 


Nicollet 
Hotel 


|| OPPOSITE TOURIST BUREAU 
| ON WASHINGTON AVENUE 


The Northwest's Finest Hotel 


600 ROOMS WITH BATH 

| OR CONNECTING 

| Every room an outside room 

| Largest and Finest Ballroom in the 
Northwest 


RATES 
$2.00 


68 Booms 2.50 
3.00 
257 Rooms at......... 3.50 
5.00 
Suites and at - 
$6.00 to $9. 
| MAIN DINING ROOM 
1 COFFEE SHOP 
i Three Blocks from Both Depot: 
| Retail Center and Wholesale Center. 
W. B. CLARK, Manager 


e 
Sterling Poultry Feeds 
A COMPLETE LINE OF 
MIXED GRAIN FEEDS 
and 
GUARANTEED-TO-SATISFY MASHES 


also 


MIXED CARS 


Containing any of the standard mill feeds-- 

bran, middlings, rolled oats, oil meal, etc., 

- as well as oyster shell, animal protein 
products, dairy feed, etc. 


Write, wire, phone for quotations on requirements 
of any size. 


Northrup, King & Co. 


FEEDS AND SEEDS 
MINNEAPOLIS, MINN. | 


CROWN AND HIQUALITY |) 
BREWERS DRIED GRAINS |. 


PRICE ATTRACTIVE 
Phone Broadway 4961 | 


| CORN—OATS 


QUALITY AND DEPENDABLE SERVICE 
Orient Wheat Feed 


Bran, Middlings, Red Dog 
Linseed Oil Meal 
Clinton Corn Gluten and 

Corn Oil Cake Meal ! 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 
Brokers for 
CLINTON CORN GLUTEN and 
CORN OIL CAKE MEAL 


Operating Elevators at 
MILWAUKEE—CHICAGO _ | 


DEPOT HARBOR, ONT. 
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W. T. FRASER, president of the 
Cereal Grading Co., Minneapolis, re- 
ports that work has been started on a 
new 500,000 bushel capacity grain stor- 
age elevator for the Cereal Grading 
Co., adjacent to the company’s present 


plant. 


ARCHER-DANIELS ELEVATOR 


Construction of a grain elevator at 
the Minneapolis municipal river termi- 
nal by the Archer-Daniels-Midland Co., 
is expected to be completed soon, 
when shipments of down-river grain 
from Minneapolis will begin for the 
first time since the upper river line 
began operation. Heretofore the only 
facilifies for shipping grain by barge 
down river have been at St. Paul. 


MARIBEL GRAIN CO., Maribel, 
Wis., recently purchased the grain ele- 
vator of the Rahr Co. 


WELCOME HOME, AL! 

F. A. -Ruenitz, president of the 
Springfield Milling Co., Springfield, 
Minn., writes from France where he 
has been, sojourning this summer: 

“Paris is a place for you young guys. 
I am too old.” It took Paris to get 
Al to admit he was old. He never did, 
to our knowledge, anywhere in 
America, and we hope that now he 
is back in the United States he will 
shortly regain his youth. Al wouldn't 
be Al if he started using his cane to 
really support himself while getting 
about. 


CORN, OR OATS 
QUALITY py “SERVICE 


your trade demands 
Write, Phone or Wire 
Western Terminal Elevator Company 
Sioux City, Iowa 


Dells Milling Co. 


AUGUSTA, WIS. 
MANUFACTURERS OF 


| Dells Favorite Pr oducts| 


Rye — Buckwheat — Whole Wheat 


JOSEF MUELLER 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION 


WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg. 
Milwaukee, Wis. 


No-Milk Calf Food 


LEADER FOR 44 YEARS<—@ 


National Food Company 
FOND DU LAC, WIS. 


Established _1884 


Members Minneapolis Chamber of Commerce 


MIXED CARS— STRAIGHT CARS 


OVER 80 DIFFERENT KINDS--Ground Feeds--Coarse 
Beet:Pulp--Oil Meal--Poultry Feeds--Molasses Feeds, E 


<="sereenings 
ror WT OLA SSER 


Buyers and Sellers Barrels 


-- at Feed Meal 


Send for MANEY BROTHERS MILL & ELEVATOR CO., “MINN. 


MINNEAPOLIS, MINN. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


602 Corn Exchange Bldg. 


MINNEAPOLIS, MINN. 
“‘Stand by Stan’”’ 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Me mberChamber of Commerce 


M. G. 
RANKIN 
& COMPANY 
2 GRAIN and FEED 


CHAMBER OF COMMERCE 


MILWAUKEE 
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SUPREME 
AGRICULTURAL 
LIMESTONE 


The pioneer and leading 
Wisconsin agstone. 


Write for details of our 
exclusive agency. 


R. H.SMELTER 


WAUKESHA, WIS. 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mothers Best Flour 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 


Screenings 
Powdered Skim Milk 


Bone Meal 
Coarse Grains 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bidg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Ill. 
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LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


917 METROPOLITAN LIFE BLDG. 
MINNEAPOLIS, MINN. 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
_MINNEAPOLIS, MINN. 


Mailing Lists 


— 
4 
4 
== 
Millfeeds 


2. 2.2.2.2. 2.2 2 2 2 2 2 


PERSONAL ATTENTION 
SHIP TO 


CAMPBELL 


Commission Merchant 


GRAIN and SEEDS 
MILWAUKEE, WIS. 


Authorized Successor to 
RUNKEL & DADMUN 


2. 2. 


Established 1880 


PAINE, WEBBER 
& COMPANY 


Members 
NEW YORK STOCK 
EXCHANGE 
CHICAGO STOCK 
EXCHANGE 
BOSTON STOCK 
EXCHANGE 
DETROIT STOCK 


NEW ORK COTTON 
EXCHANG 
CHICAGO BOARD 
OF TRADE 
- 94-100 MICHIGAN ST. 
Telephone Broadway 8700 


MILWAUKEE 
E. J. Furlong, Resident Partner 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


usiness 
expands with 


R 
BROS. 
Esrasutsuep 1894 


PRINTERS 
LITHOGRAPHERS 
BINDERS 


344-346 MILWAUKEE STREET 
Puone 1 076 


Broapway 


Co. 


WISCONSIN 


Printed messages 
They are profitable 
ORTSCH 


MILWAUKEE 


# QUICK SHIPMENT : 
it zt 
STRAIGHT CARS OF FEED 
++ 
i We have Pure Bran, Spring iH 
+ Bran and Durum Feeds in 
$3 warehouses ready for Quick # 
it Shipment. Write for quota- i 
re tions and try our service. tt 
+t PHONE ATLANTIC ++ 
Flour Exchange 
+ Minneapolis, Minnesota + 


SEA GULL 


PURE GENUINE 


OYSTER SHELLS 


are the best on the mar- 
ket today. No dirt—dust 
—waste or odor. Always 
packed in blue striped 


heavy burlap bags. Cost 
is less. 


Send for Sample and Price. 


LABUDDE FEED & GRAIN CO. 
MILWAUKEE, WISCONSIN 
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Che feed Bag 


Vol. 4. No. 9. SEPTEMBER, 1928 


DAVID KNOX STEENBERGH 
Managing Editor 


Puolished the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. _The only strictly retail 
dealer publication in the field. Subscription 
price—$2.00 per year. 

Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue. Last closing date, the 25th. 
For advertising rates, ete., address The Feed 
Bag, 86 East Michigan street, Milwaukee. 


The Feed Bag is official publication of the 
Central Retail Feed association, Eastern Feder- 
ation of Feed Merchants and the New Eng- 
land Retail Grain Dealers’ association. It 
circulates monthly to practically every respon- 
sible retail feed and allied products dealer in the 
East, New England, and Central Northwest. 
Feed Merchants Bulletin of the Eastern Fed- 
eration of Feed Merchants merged with The 
Feed Bag, July, 1928. 


Copyright, 1928, Editorial Service Co.,Inc. 


SPENCE 
FLAX 
SCREENINGS 


A blend of selec- 
ted flax screen- 
ings — recleaned, 
pulverized and 
bolted. Wiscon- 
sin dealers say 
Spence is the best 
brand on_ the 
market. Present 
prices are well in 
line with other 
feeds. 


| 


STUHR - SEIDL 
COMPANY 


MINNEAPOLIS 
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| Ghe 
FRANKE GRAIN CO. 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


Deutsch & Sickert 


400-402 Chamber of Commerce 


Company 


REPRESENTATIVES OF 


A. E. STALEY MFG. CO. 
Corn Gluten Feed . . . 23% Protein 


Corn Germ Meal .. . 18% Protein 


Staley’s Perfect Protein Feed 33% Protein 
Straight and Mixed Cars 


PRIDE OF THE SOUTH 
Genuine Oyster Shells 


Write for delivered prices 


Get our CORN and OAT 
Prices Use the Phone—Call 


Feeds of all kinds also Hay— BROADWAY 


Alfalfa Hay a Specialty 1 67 4 
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High QUALITY 
Low PRICE 


@ Another Acto Year has 
passed with the greatest 
sales in its history. High 
quality and low price 
are the features which 
have made Acto a leader. 


— 
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q High quality makes 
Acto a high producing feed. 
The low price makes it 


easy to sell. 


N OW is the time to arrange to handle ACTO this season. 
Get in touch with us for prices and details. Because it’s a 
moneymaker for its feeders, ACTO makes money for you! 


LADISH MILLING Co. 


MILWAUKEE, WISCONSIN 
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King Midas Helps Dealers 


Anticipate Their Requirements 
O-OPERATION between the mill and King 


Midas dealers never contemplates the urging 
I of purchases unless there is a sincere belief 
that it is to the dealer's advantage to buy. The mill 
is never “‘long”’ or ‘“‘short’’ wheat. Their only incentive 
is to get their dealers in on the best possible basis. 
They are not infallible in their opinions, of course, but 
the steady increasing business enjoyed by the mill and 
dealers, which in Wisconsin alone was 

one-third better in 1927than 1926, attests 

to the success of their plan. The King 

Midas Mill Co. believes that its own growth 

and success is dep:ndent on the continued 

satisfaction and prosperity of dealers hand- 

ling King Midas flour, Cloverleaf pure 

bran and Snowball flour middlings. 


%) 


Sing Midas. SLOU? 
MANUFACTURED BY THE 


KING MIDAS MILL CO. 


MINNEAPOLIS, MINNESOTA 
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